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Six Big Conventions 

are reported in 
this issue—New Eng- 
and, New York, 
Illinois, Ohio, Min- 
nesota and North 
Dakota. At every one 
Optimism reigned— 
in fact, actually 
poured. Every word 
of them valuable. 


x 


SAVE a little money 

from time to time 
and your general ex- 
penses will take a 
noticeable drop. For 
instance,printing 
your own forms, your 
bill heads and even 
small _ catalogues 
means a saving. 
Read Page 103. 


x 


HE Masback Co., 
New York City, 
have started some- 
thing for Eastern 
Jobbers to follow. A 
big reception to its 
customers was held 
Washington’s Birth- 
day and a closer bond 
was formed between 
jobber and retailer. 
Page 109. 
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W E are Happy. 

Very Happy. Our 
Editorials are receiv- 
ing much praise each 
week, and we are, 
as @ consequence, 
Happy. But we are 
now working harder 
than ever to keep up 
to the standard that 
has been set for us. 


i 


NAUGURATION to 
morrow! A new 
President and anew 
Cabinet and the eyes 
of the world turned 
toward Washington. 
HARDWARE AGE 
has a man there who 
is watching carefully 
for business news. 
The Washington Let- 
ter. 


eg 


URT J. PARIS is 
still hitting 
around 300 in the ad. 
writing league, and 
every week his story 
of the “game” ap- 
pears in “Publicity 
for the Retailer.” 
Great hints in this 
department for your 
own store ads. 
Page 121. 
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COMPRESSION HERE 
PREVENTS RATTLING 


Here’s the Best Screen- Adjuster to Sell 
Your Customers 


Warm weather will soon be here and with it will come the demand for screen ad- 


justers. 
85 Screen Adjuster. 
ask about in buying. 


First of all, it's method of construction abso- 
lutely prevents RATTLING—a strong point 
which helps along the sale. 


In the second place it is absolutely secure. 
When closed the adjuster locks the screen as 
securely in place as your front door. It can- 


not be tampered with from the outside. 


Furthermore the National No. 85 Screen Ad- 


juster will last and last. It is made entirely of 


Before ordering and laying in your stock investigate the National No. 
It possesses the many features that customers look for and 


A handsome finish gives it a very at- 
Furnished in, Japan or 


steel, 
tractive appearance. 


Sherardized Finish. 


Packed one pair—one right and one left— 
in an envelope with screws and full direc- 
tions for attaching. 


Get our prices before buying. Remember, we 
sell direct, which means you buy at a saving 
and sell at a greater profit. 


NATIONAL MFG. CO. 


STERLING, ILL. 
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New England Dealers Are Confident 


Big Convention Brings 
Out Wonderful Spirit 
of Hardware Men at 


ONFIDENCE in our future in- 
+ dustrial life, in the ability of 

our merchants to be able to 
distribute merchandise, and in the 
members themselves was manifest 
at the twenty-eighth annual con- 
vention and exhibition of the New 
England Hardware Dealers’ Asso- 
ciation, held in Mechanics Build- 
ing, Boston, Feb. 21, 22 and 23. 
The keynote of that gathering was 
sounded by Hiram W. Colton, presi- 
dent, when in an address he said: | 

“Let me say the year 1920 
brought many blessings, and let us 
not be remiss in the charge that has 
been given us, to back up President- 
elect Warren G. Harding, from 
Ohio, and Vice-President-elect Cal- 
vin Coolidge, from Massachusetts, 
and the National Senate and House, 
resting assured that God reigns and 
the Government at Washington still 
lives and that peace and prosperity 
will be over all the world.” 

The New England association had 
cause to be proud of this conven- 
tion, for it was the largest in point 
of attendance and hardware exhib- 
its ever put over by that organiza- 
tion. In addition, the long list of 
speakers and other attractions and 











Monument 
commem- 
orating 
the 
Battle 
of 
Bunker 
Hill 








Boston—Lamson Is 
Chosen President for 
g Year 


the many subjects discussed during 
the convention provided things of a 
constructive nature for each retail 
hardware dealer attending to carry 
home with him. 


the Ensuin 


Lamson New President 


Arthur C. Lamson, Marlboro, 
Mass., was elected president for the 
ensuing year; W. W. True, Newport, 
Vt., first vice-president, and L. W. 
Thompson, Woburn, Mass., second. 
vice-president. Calvin M. Nichols, 
Boston, was re-elected treasurer. 

Directors elected for a three-year 
term were: A.S. Tucker, Warren, 
Mass.; E. E. Harvey, Bangor, Me.; 
N. S. Love, Barre, Vt., and C. P. 
Stevens, Franklin, N. H. Edward 
Congdon, Westerly, R. I., was elected 
a director for one year in place of 
E. R. Brayton, Providence, R. L., 
who resigned. Ex-President Colton 
automatically became a member of 
the advisory board. 

The place of the twenty-ninth an- 
nual convention unquestionably will 
be Boston, although no definite ac- 
tion on the matter was taken. The 
committee carried a motion in the 
open business meeting to have the 
matter referred to the board of di- 
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Hiram W. Colton, retiring president 


rectors with the suggestion that 
Boston be selected. 

In affairs such as this one, the 
association secretary invariably is 
relegated to the background. The 
association, however, usually 
allows him to plan and put into 
execution the whole show, to 
answer a million questions dur- 
ing the show, to go without 
food, sleep and the association 
of his family; to have the glad 
hand and a smile for everybody, 








ma 





HARDWARE AGE 


and to have a pack of hungry news- 
papermen on his back every minute. 
But otherwise he doesn’t have a 
thing to do except to stand up dur- 
ing one brief period and read his 
annual report, which, of course, is 
filled with words of encouragement, 
etc. George A. Fiel, secretary, sure- 
ly measures up to the requirements 
of an association secretary. 

Former President F. Alexander 
Chandler, as chairman of the con- 
vention committee, presided at the 
convention sessions. Calvin M. 
Nichols was chairman of the exhi- 
bition committee and received a ris- 
ing vote of thanks and appreciation 
by the association. 


Question Box Interest 


So keen was the interest in the 
question box sessions, a motion was 
made and carried that it be sug- 
gested to the proper authorities one 
entire morning be devoted to the 
question box at the 1922 convention. 
One of the questions asked was 

“What should we 
3 (the retailer) do to 
the salesman who 
takes an order prom- 
ising the goods with- 
in a specified time 
when he knows de- 
livery cannot be 














The Massachusetts State House 
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Arthur C. Lamson, elected president 


made on or before the date men- 
tioned?” L. W. Thompson, Woburn, 
Mass., said he had fined the sales- 
man thirty days’ business and felt 
justified in so doing. 

Taxation came in for considerable 
discussion, and it clearly was evi- 
dent the retail hardware dealer is 
opposed to it under the present sys- 
tem. In relation to the proposed 
sales tax, it was stated that here- 
tofore the subject of taxation was 
in the hands of theorists at Wash- 
ington, but to-day the question is 
being solved by the retailers of 
merchandise and those who distrib- 
ute goods. The sales tax generally 
is looked upon with favor, although 
no one present was qualified to treat 
with the inside workings of such a 
tax. It is felt, however, that such 
a tax, especially if payable in 
monthly installments, will rid the 
retail hardware dealer of many 
problems, and it was suggested the 
incoming association president ap- 
point a committee to make a study 
of the sales tax plan, and if ap- 
proved, to make notification of same 
to the National Association or the 
National Chamber of Commerce. 

In relation to the question of in- 
stallment accounts, one firm said it 
was thoroughly sold on them inas- 
much as it is carrying $20,000 such ° 
business on its books annually and 
has never lost a cent. Such ac- 
counts usually deal with purchases 
of vacuum cleaners, washing ma- 
chines, guns, anything, in fact, 
costing the customer $20 or more. 
If an article sells for $50 cash, the 
installment price is $60. Interest on 
accounts and sore spots in the 
hearts of customers thereby are 
eliminated. ; 

Trade acceptances, brought up 1” 
connection with installment ac- 
counts, according to one dealer, g° 
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a long way toward collecting bills 
inasmuch as the customer has a 
distinct understanding as to when 
the acceptance has to be met. 


Bonus System Favored 


The question, ‘What is the best 
thing you did in your store in 
1920?” brought out a bewildering 
number of answers, but discussion 
finally simmered down on the bonus 
system. “Salesmen desire it, and it 
is through the salesmen that we 
hardware dealers get our business,” 
was the statement of one man. “The 
theory that employees must have 
some incentive is correct.” The 
question, “What new lines did you 
add during 1920 that proved profit- 
able?” brought out a statement by a 
dealer in a town of 4000 inhabitants 
that he put in a line of electric 
washing machines and since March 
1 last has sold fifty of them without 
a demonstration. Cut glass was 
cited as another case in point, the 
dealer stating that he had a woman 
in charge of this department and 
she did the buying because “her 
judgment in this case is better than 
mine.” 

Arthur Frederick Sheldon, foun- 
der of the Sheldon School of Busi- 
ness, held the attention of the con- 
vention for a long period by his 
masterly address on Service—the 
Sole of Constructive Salesmanship, 
dividing his talk into three parts 
under the headings of “What are 
you in the hardware business for? 
How are you? and How do you do?” 
Most people, he said, feel they are 
in the hardware business for the 
profit, whereas in. reality they are 





George A. Fiel, secretary 
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Where the first battle of the revolution was fought, Lexington, Mass. 


in it for the sole purpose of renaer- 
ing a service to human society—to 
be useful. The money we get is for 
the service we give. 

If all the machinery used in the 
manufacture of hardware, all the 
raw material used in the manufac- 
ture of hardware, all that ever has 
been written about hardware was 
in Boston, and if there should come 
an opening in the earth and all 
these things be swallowed up and 
lost, humanity would at once realize 
that the retail hardware dealer had 
been giving a real service to so- 
ciety. Ninety-five per cent of the 
people on this earth are hired by 
the other 5 per cent. And 95 per 
cent of the 95 per cent have been 
losing their eyesight looking for 
and voice asking for more money 
and giving little or no effort to 
service. In his opinion, we have 
arrived at a period when there must 


be a completé turnabout in the at- 
titude of the 95 per cent, or seri- 
ous consequences will follow. 

An interesting sketching-over of 
the methods employed by the Bron- 
son & Townsend Co., New Haven, 
Conn., a hardware jobbing concern, 
in working for the mutual benefit 
of the manufacturer, the jobber, 
the retailer and ultimately the con- 
sumer, was given by L. H. Bronson 
during one of the regular sessions 
of the convention. Later, during 


‘one of the question box periods, he 


went into greater detail regarding 
some phases of his business. 


President Decatur’s Address 


The opportunity and need of the 
National Hardware Association of 
the United States and such organi- 
zations as the New England Hard- 
ware Dealers’ Association in the 
period we are facing, was pointed 
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out by Austin H. Decatur, presi- 
dent of the National association. 
Speaking of the downward tendency 
of prices, he said: 

“We have had some declines, to 
be sure, but we are still on a war 
basis. We must still pass through 
a period of liquidation.” Mr. De- 
catur, however, is unable to see how 
there can be any abrupt decline in 
manufacturers’ prices in view of the 
fact that at least 80 per cent of his 
production cost is credited to labor. 
We are passing through a period 
when those dealers who carry large 
stocks cannot pay large dividends, 
he said, and urged everybody, large 
or small, to carefully watch the 
turnover of goods. 


Soule Talks on Salesmanship 

Don’t just talk. Say something. 
Hundreds talk themselves out of a 
sale. Answer objections before 
they are made. Don’t make extrava- 
gant claims for they kill the confi- 
dence of the prospective customer. 
In making a sale it sometimes is 
better to let the customer think he 
knows something about the mer- 
chandise he is pricing. Make the 
customer realize you are there to 
serve him. Take it for granted a 
man who enters a store does so for 
a purpose. Find out what a man 
wants an article for; such a policy 
will help sell goods. Don’t say tua 
customer, “This is what you should 
have,” for you insult his pride by so 
doing and build up a wall around 
him that is hard to tear down. 
Send the customer away satisfied 
with you, the store and the mer- 
chandise. 

These and other suggestions were 
embodied in a talk on salesmanship 
by Llew S. Soule, editor HARDWARE 
AGE. The real purpose of his re- 
marks, however, was to impress the 
retail dealer that after six years of 
excuses and unlearning what we 
learned about salesmanship, it is 
time to get back to a serious study 
of the salesmanship problem. ‘The 
future,” he concluded, “is not so bad 
as we thought, if we will only go 
ahead and sell merchandise.” 

With the aid of placards on which 


were grouped subjects relating to 


organization, financing, store pol- 
icy, advertising, accounting, etc., 
E. R. Miles, Argos, Ind., National 
Field Service Commissioner, Na- 
tional Retail Hardware Association, 
pointed out in an abbreviated yet 
clear manner the high spots to be 
considered by the retail hardware 
dealer if he is to be successful. 
The co-insurance clause in the 
dealers policy attracted much dis- 
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cussion during the initial session. 
It was first brought up in an ad- 
dress on Hardware Mutual Insur- 
ance by George M, Gray, Coshocton, 
Ohio, president Hardware Mutual 
Insurance Association, and later at 
luncheon, which proved to be one 
large group about Mr. Gray. It is 
of the greatest importance to have 
the insurance policy correct when 
taken out, and provision made to 
cover any upward fluctuation of in- 
ventories, was the message Mr. 
Gray drove home. 

The Housing Problem was dis- 
cussed by D. Fletcher Barber, Bos- 
ton, formerly president National As- 
sociation, who confined himself 





Calvin M. Nichols, treasurer 


largely to the investigations made 
by state and organizations in rela- 
tion to same and deductions made 
therefrom. 


Increased Membership 

The association has prospered 
during the past year. Membership 
increased from 600 to 701 members. 
The treasurer’s report showed no 
bills unpaid and a considerable sum 
of money in banks and invested in 
Liberty bonds drawing interest. 

One of the most impressive epi- 
sodes of the three-day session was 
the presentation by President Col- 
ton of a badge and honorary mem- 
bership in the association to C. A. 
3urdett, who has passed his eighty- 
third birthday, and who has spent 
some sixty years in the hardware 
business, the dean of the New Eng- 
land hardware trade, and another 
bdage and honorary membership to 
D. Fletcher Barber, the father of 
the New England Association. 
Both these gentlemen reside in Bos- 
ton, 
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Austin G. Brown, The Rubberset 
Co., Boston, was elected president 
of the New England Hardware As- 
sociates at the annual meeting, held 
in conjunction with the parent as- 
sociation; William G. Mclntyre, 
Woodall-Corbett Co., Providence, R. 
I., vice-president; Charles L. Titus, 
Sargent & Co., New Haven, Conn., 
treasurer, and Fred W. Armour, 
Chadwick-Boston Lead Co., Boston, 
secretary. 

The advisory board is now com- 
posed of: A. G. Bowman, Will T. 
Hedges, Hector M. Gordon, Paul F. 
Burke, W. P. Ross, W. W. Beal, H. 
G. Cloyes, J. E. Barnum and J. F. 
Miller. The directors are: A. M. 
MacMurray, Bernard A. Burke, Ed- 
ward S. Swift, George A. F. Perry 
and Walter A. Clapp. 

This association was incorpor- 
ated in 1914, the object of it being 
to assist the New England Hard- 
ware Dealers Association to pro- 
mote the interests of the hardware 
trade and aid in all efforts 
toward the upbuilding of busi- 
ness in New England.. In the 
past the organization was com- 
posed mainly of traveling men 
calling on the hardware trade, 
but recently a special effort was 
made to induce the hardware clerk 
to become a member. Within the 
past few weeks a membership drive 
netted more than 200 new asso- 
ciates, bringing the total member- 
ship up to approximately 400. 


NEW ENGLAND NEWS 


Frank D. Stratton, formerly with 
Landers, Frary & Clark, New Britain, 
Conn., cutlery, etc., has become the 
New England representative for the 
Empire Knife Co., Winsted, Conn., 
Lamson & Goodnow Mfg. Co., Shel- 
burne Falls, Mass., and the Buffalo 
Mfg. Co., Buffalo, and will open a 
Boston office. 


Fred C. Billings was re-elected pres- 
ident, The Billings & Spencer Co., 
Hartford, Conn., wrenches, tools, etc., 
at the annual meeting, and L. D. 
Parker, vice-president and treasurer. 
J. B. Sehl was made a director in place 
of the late Charles E. Billings. The 
other officers and directors were re- 
elected. 


The Columbia Mfg. Co., New Haven, 
Conn., will specialize in making knives 
and novelties, according to incorpora- 
tion papers recently filed in that state. 
The corporation is capitalized for 
$50,000, but begins business with $25,- 
500. H. M. Halper, R. H. Dorgen and 
J. H. Ready are the incorporators. 


The Provencal Mfg. Co., West Brook- 
field, Mass., Toys, is to take over the 
second floor of its plant on Central 
Street. 

















Discuss Important Questions at Rochester 


New York State Dealers Gather in Annual Conven- 


tion and Hear Many Addresses by Able Speakers 


— Traveling 


ARKED by both the largest 
M “attendance and exhibition 

in its history the nineteenth 
annual convention of the New 
York State Retail Hardware Asso- 
ciation, Inc., was opened by Presi- 
dent John G. Torrance of Batavia, 
at the Powers Hotel, Rochester, N. 
Y., Feb, 22, following registration 
at the secretary’s office and com- 
munity singing led by Thomas A. 

















John G. Torrance, retiring president 


Nimmo of Saranac Lake. Six hun- 
dred and fifty representative hard- 
ware dealers registered at this 
year’s convention and more than 
178 exhibitors displayed hardware 
merchandise on _ the_ exhibition 
floor. 

Following the invocation by the 
Rev. Dr. Horace G. Ogden of Roch- 
ester, Mr. Torrance delivered the 
president’s annual address, the 
principal parts of which follow: 


President’s Message 


_ “Last Febrfiary, when we assembled 
in Syracuse, it seemed to be the con- 
sensus of opinion, that at last we had 
arrived at the top notch or peak prices 
of commodities in our line, as well as 
most all other industrial branches. For 
more than a year we had been expecting 
the tide to turn, but we were well along 
in our 1920 season business before it 





Salesmen Are Much 


became noticeable in the hardware 
trade, and I wish to remark right here 
that it is to the everlasting credit of 
hardware circles that we were affected 
the last and perhaps almost the least 
of the big retail industries of the coun- 
try, emphatically demonstrating to the 
consuming public that extortion and 
profiteering has been almost unknown 
in our line. 

“The wise hardware man, of course, 
bought carefully and cautiously accord- 
ing to his needs through the summer 
and fall, keeping his stock complete as 
far as possible and buying in small 
quantities, and you will not find many 
of the big scare, crash, slash, smash 
posters on the hardware fronts that 
are so common these days on the dry 
goods and clothing stores. To-day the 
business horizon is rapidly clearing, 
though we are still facing many serious 
and complex questions. 

“The labor and wage situation which 
promised to be the shoals on which our 
great industrial ship would be shat- 
tered is settling down to a normal basis, 
and readjustments are coming gradu- 
ally and surely in a manner that 
demonstrates once more the sanity and 
backbone of this great Republic. 

“It has been aptly remarked that the 
present so-called unemployment at this 
time is not non-production but a trans- 
fer of production. Men who have been 
paid off by big industrial concerns are 
gradually drifting back to the farms 
and other fields of occupation. 


Our Own Responsibility 


“Now, let us always keep in mind 
our own responsibilities and obligations 
toward the general good and welfare, 
the big wheels of industry must be kept 
in motion. It is not for us to join in 
any ‘Buyers’ strike,’ we must buy often 
and buy continually, not in the same 
volume perhaps as of old, but enough 
so that the good old machine will feel 
the impetus. 

“Our bins and shelves, as a rule, are 
showing big vacancies, the demand and 
need of materials and merchandise of 
every kind and character is bound to 
be tremendous, and that very soon. 

“The crops of the past season, though 
not bringing the record prices of last 
year, are the greatest in history. The 
distribution of wealth was never wider 
and although we can occasionally hear a 
slight grinding of the gears, we all know, 
thank God, that these United States 
of ours is the soundest commercially, 
industrially and financially of any 
country on earth. We wouldn’t con- 
sider changing with any of them, so 
let’s all take off our put our 
shoulders to the wheel and boost. 

“Our country has given the most as- 


coats, 


tonishing evidence of industrial and 
commercial strength in the last six 
months ever witnessed. A dozen or 


more of our principal commodities 


cotton, wool, rubber, leather, the grains, 
lumber, ete.—have 


declined in value 
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in Evidence 

from 25 to 60 per cent, and not one 
really big failure has yet resulted. This 
shrinkage of values represents billions 
of dollars, 

“The deflation necessary from war 
levels is not finished but much has been 
accomplisheed. It will be carried 
through in good shape if every one 
keeps level-headed and optimistic. You 
know the difference between optimism 
and pessimism has been by some one 
defined like this: The optimist is the 
man that thinks he can see a glimmer 
of light where there is total darkness, 

















Jay Brackett, newly elected president 


and the pessimist is the man who comes 
along and tries to blow out that light. 
The Tax Problem 

“Unqualifiedly the present basis of 
Federal taxation should be changed. 
Our present method, as we all must ad- 
mit, was a temporary structure thrown 
together for war purposes, and, like 
many other war facilities that have 
served their purpose, should be thrown 
into the discard. 

“A change is necessary, because as 
now applied the Internal Revenue Bu- 
reau cannot administer the existing 
taxes, the country cannot thrive under 
them, and the Government cannot de- 
rive money enough from them to pay its 
running expenses. Ladies and gentle- 
men, do you realize that in this country 
there is issued and outstanding tax 
exempt securities to the amount of ap- 
proximately $12,000,000,000 from which 
our Government receives no taxes and 
from which at least $200,000,000 could 
be and should be derived without injus- 
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Henry C. Kelly, first vice-president 


tice to anyone which would help out 
considerably? 

“The present exemption permits a 
large number of citizens to avoid pay- 
ing a just proportion of their obliga- 
tions to the Government, and creates a 
favored class in this respect. By using 
a little discretion a millionaire may to- 
day pay less taxes than the man who 
earns from $5,000 to $10,000 by the 
closest application. So it is plain the 
country cannot prosper, it can scarcely 
exist under a continuance of such con- 
ditions. Let us hope that some of the 
great intellects in our country will get 
busy at once to devise a scientific, just 
and acceptable scheme of taxation. 

“Particular credit should be given the 
Niagara Frontier Association and our 
Secretary Foley for the favorable im- 
pression our State association made at 
this convention. 

“The hardware trade journals are 
doing splendid work in the interest of 
retail hardware merchants. Each issue 
seems an improvement on the one pre- 
ceding and they deserve our hearty sup- 
port and co-operation.” 


W. Roy McCanne, president of the 
Rochester Chamber of Commerce, 
delivered the address of welcome 
to the state hardware association. 
John G. Ferres of Johnstown then 
presented President Torrance with 
a handsome gavel on behalf of the 
association. 

The question box was then 
opened with John C,. Bolles of 
Naples presiding. Among the im- 
portant questions discussed were: 

How closely can we follow a de- 
clining market in adjusting our 
selling prices? 

Mr. Swifton—“We should follow 
the market in accordance with con- 
ditions and above all do everything 
to keep the confidence of our cus- 
tomers.” 


Mr. Van Voorhees—‘‘We should 
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follow the market closely in regard 
to staple goods and should in my 
opinion allow ourselves to be gov- 
erned by local conditions regarding 
specialties.” 

Mr. Ferres declared that to fol- 
low the market both up and down 
was the part of wisdom and sound 
merchandising. Mr. Peterson stat- 
ed that he has found from extensive 
travels in various parts of the 
country that most merchants are 
following the market very closely. 
Mr. Atkinson stated that there was 
to6 much of a tendency on the part 
of dealers to lose their nerve in the 
matter of reducing prices and 
declared that local conditions and 
a dealer’s own discretion should 
govern the matter. 


Following the Market Closely 


The general consensus of opinion 
seemed to be in favor of following 
the market as closely as possible. 
Mr. Sellers voiced the opinion that 
in view of the fact that overhead 
has materially increased prices 
cannot go down faster than costs 
and he believed that the market 
should be followed with due consid- 
eration to overhead costs. 

‘Mr. Hoyt replied to this that the 
only way to successfully reduce 
costs is to sell more goods. 

Replies to the question about 
whether watches were profitable 
seemed to be somewhat divided, de- 
pending a good deal on localities. 

James H. Boucher of Rochester 
spoke on friendship in business and 
declared that business success de- 
pends on friendship with custom- 
ers, competitors and creditors. He 
was followed by James H. Ken- 
nedy, editor of the Hardware Dealers 
Magazine, who delivered a ringing 
patriotic address and also urged 
hardware dealers to declare war on 
rats by offering prizes in their com- 
munities for the largest number of 
rat tails and to push the sale of 
traps and anti-rat devices and 
mixtures. 

The afternoons during the whole 
convention period from Feb. 22 to 
25 inclusive were devoted to the 
exhibition held in Buldings 3 and 
4 at the Rochester Exhibition Park. 
More than 178 jobbers and manu- 
facturers displayed hardware mer- 
chandise of all kinds and the ex- 
hibition hall was thronged at all 
times by dealers and guests. The 
afternoons were restricted to deal- 
ers but during the evenings the 
hall was opened to the public and 
it was estimated that more than 
10,000 visitors attended the exhibi- 
tion. A special concert was ren- 


dered every evening. The hall was 
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attractively decorated under a 
canopy of water-proof bunting of 
blue and gold and floral decorations 
and a number of specially arranged 
lights added to the artistic effec- 
tiveness of the display. Buying in- 
terest was reported to be somewhat 
sluggish during the first days of the 
convention but it was said to have 
improved during the closing period, 
Particular credit is due Secretary 
Foley and Leon Du Bois. 

Tuesday evening the annual 
meeting and dinner of the officers, 
directors and advisory committee 
was held at the Powers Hotel. 

Wednesday was marked by two 
sessions. One for the merchants 
and the other under the supervision 
of Rivers Peterson, editor of the 
National Bulletin, was conducted 
for the benefit of the salesmen. 


The Questions Discussed 


The question box at the mer- 
chants’ meeting under the direction 
of R. J. Atkinson of Brooklyn, 
proved to be one of the most inter- 
esting phases of the convention. 
Mr. Atkinson, who was elected sec- 
ond vice-president at the Friday 
morning session, entertained his 
audience with many side remarks 
which caused ripples of laughter 
throughout the width of the large 
ballroom. 

In reply to the question about 
how many dealers write their own 
ads the opinion favored giving per- 
sonal attention to newspaper ad- 
vertising and it was unanimously 
agreed that newspaper advertising 
was one of the most important 
phases of present day merchandis- 
ing. 

The matter of handling paint re- 
ceived a good deal of discussion. 
The fact was forcibly brought out 
under the direction of Mr. Atkin- 
son that the demand for mixed 
paint is steadily increasing while 
the sale of lead and oil is falling 
off. One dealer asked if lead, zinc 
and oil weren’t cheaper to handle 
than mixed paint. Mr. Bedford of 
New Rochelle replied that it de- 
pends altogether on locality. Mixed 
paints, he declared, are easier to 
sell and in the long run more eco- 
nomical both to the dealer and to 
the customer. 

Mr. Atkinson asserted that the 
time has gone by when dealer can 
mix his own paint and build up @ 
paint business. 


Compared With Other Lines 


“Does the investment in the 
hardware business offer as much 
reward as the same amount invest- 
ed in other lines?” brought out a 
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number of replies in which dealers 
who had been engaged in other 
lines of business stated that they 
would all take the hardware busi- 
ness in preference. The hardware 
business was compared to the feed 
and grain business, the grocery, 
farming, dry goods and department 
stores by dealers who had been en- 
gaged in these various lines to the 
decided advantage of the hardware 
trade. 

In reply to the question of how to 
make the hardware business more 
attractive and profitable one dele- 
gate stated that the only way was 
to sell more goods. H. A. Cornell 
of Brooklyn declared that he has 
built up his business by carrying 
things that the other’ fellow 
doesn’t. He has built up a business 
on odds and ends and specialties. 

Regarding the practice of invoic- 
ing goods f. o. b. Pittsburgh, the 
general opinion expressed favored 
the revocation of the war time 
measure but it was pointed out that 
in the steel industry this practice 
has been in vogue for many years 
and is for the purpose of equaliz- 
ing freight rates. 

The treasurer and secretary then 
read their reports. The New York 
association now has a membership 
of more than 1000 and is progress- 
ing in every phase of its activities. 
Part of Secretary Foley’s report -is 
quoted herewith: 


Foley’s Report 


“The following members, whose 
names have been reported to our office, 
have died during 1920: William Oys- 
ten, Little Falls, N. Y.; E. C. Carpen- 
ter, East Rochester, N. Y.; William B. 
Coward, South Byron, N. Y.; Alexander 
Ferguson, Charlotte (Rochester); Wil- 
liam C. Warren, Cuba, N. Y.; William 
A. Wiggins, Yonkers, N. Y.; William 
A. Tymeson, Johnstown, N. Y.; James 
E. Clancy, Syracuse, N. Y.; Augustine 
S$. Cooley, Canandaigua, N. Y.; Ed- 
ward Bacon, Hemlock, N. Y.; E. L. 
Dierke, Gloversville, N. Y. 

“The families of these men have all 
been written letters of condolence, but 
I think it would be proper for the or- 
ganization while it is in session to enter 
on its records a further testimonial of 
its respect. 

“Our increased revenue from dues 
in 1921 should place us in position to 
conduct every activity from our normal 
membership income. This is as it should 
be, enabling us to accumulate a sur- 
plus from our exhibition income that 
may be drawn upon for special work 
the organization may decide to do this 
year and in future years. 

“Looking toward the future, I believe 
two large immediate tasks present 
themselves: 1. The extension through 
our office of the field service outlined 
and now being perfected by our na- 
tional association. 2. The holding of 
frequent zone or group meetings regu- 
larly. Most of our individual problems 
are local and these problems can be 
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best met by frequent conferences of the 
merchants in the same locality. 

“It will be my endeavor this year 
under direction of the president, to hold 
such group meetings and to establish 
in the minds of our members a desire 
for closer co-operation with their near- 
by competitors. 

“We have grown in practically every 
county of the State. Recently we have 
had large accessions from the borough 
of Manhattan, City of New York, and 
I hope to report next year the entire 
active hardware trade of that city af- 
filiated with us. 

“Our mutual insurance companies 
have continued the remarkable growth 
both in volume of business writ- 
ten and in the increase of surplus so 
necessary for the safety of their policy- 
holders. They have practically all 
reached a point where assessment is no 
longer a human possibility and they are 
now in position to care for every known 
insurance requirement. 

“Tt has been a pleasure to work under 
the direction of our officers during the 
past year. I feel that the organization 
has accomplished many things and it 
has consistently built up its standing 
and influence in preparation for work 
yet to be accomplished. The present 
year should show additional growth 
and service, because coupled with a de- 
sire to serve, we will have available the 
funds with which to carry out our pur- 
pose.” 


Secretary Foley also paid a 
special tribute to the Hardware As- 
sociation of Rochester for its ef- 
forts to make the convention a 
success. 

C. W. Cousins spoke on what the 
“Save-the-Surface” campaign means 
to the dealer and emphasized it is 
an educational campaign based on 
the economic necessity for the pre- 
vention of waste of materials that 
can be saved by paint and varnish. 
This campaign, he declared, is to 
break down the selling resistance 
on the part of the public. 

Seymour N. Sears then spoke on 
the “Traveling Man and His Prob- 
lems.” Mr. Sears said in part: 


Mr. Sears’ Talk 


“First and foremost of our problems 
is that of making one’s trip pay during 
these times of business stress. We are 
confronted with a condition over which 
we have no control, namely, the cost. 
Years ago, when the greater number of 
hotels in the country were run on the 
American plan, a traveling man could 
put $25 in his pocket, spend a week on 
the road, get back home on Saturday 
night, and if his territory was not too 
far from his home, have enough to 
carry him through. To-day one is for- 
tunate if this amount sees him through 
two days. 

“Railroad fares have nearly doubled, 
and food has increased in greater pro- 
portion than this. 

“Many have expressed the thought 
of, ‘Why should I worry? The house 
pays expenses.’ This is not true in 
any sense of the word. 

“The return that the traveling man 
receives for his labor is based, first, 
on the amount of business he does, and 
then on the expense of procuring it. 
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This is true whether he is a salaried 
or commissioned man. 

“Now, is there really need for the 
traveling man and is this expense jus- 
tified? I wish that I might really and 
honestly ask you men this question, 
give you an opportunity to talk it over 
and get your honest opinion. 

“Do the traveling men keep you in 
touch with the market, new goods, 
prices, stock adjustments, and the gen- 
eral health and prosperity of your 
friends in the trade in different parts 
of the country, and do they assist in 
making conventions, such as this, pos- 
sible? 

“We occasionally find a man, as I 
did in my experience during the war, 
who said to me, ‘Sears, you have the 
time of your life, living at fine hotels, 
seeing the country, meeting a lot of 
good fellows, plenty of money to spend, 
and no one to say “Come” or “Go.”’ 

“It just so happened that when I 
started on that trip I had left my wife 
each night crying herself to sleep; my 
16-year-old son had just joined the 
colors and was on his way to Europe. 
I spent Sunday in a hotel which was 
conserving coal, roach and bedkug food. 
I would much rather have been at home 
which is finer than any hotel, has more 
comfortable rooms, and no vermin; and 
my three other children would have been 
glad to go for a walk with their dad 
that day. 

“Why was I out? To sell goods? 
No, we could sell right at home without 
taking a step all the goods we could 
produce. To see the country? No, I 
had traveled that country for twenty 
years and it was no novelty. To enjoy 
the comforts of a hotel in war time? 
No, I went so that I might distribute 
as equitably as possible what few goods 
we were able to get through our factory, 
to the trade who had been loyal to my 
house for years. 

“His remark was a thoughtless one, 
and it was my privilege to show him 
just where he was wrong. 

“Representing as I do the traveling 
men of New York City, we wonder if 
we cannot both conserve the time of the 
buyer and ourselves and to this end I 














Frank E. Pelton, treasurer 
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make the following suggestions: That 
the traveling man, before calling on 
you, write you in advance of his com- 
ing, so that you might have an opportu- 
nity of going over your stock and mak- 
ing up a list of the goods that you will 
need in a regular way in his line, leav- 
ing him time to tell you of new condi- 
tions in the business, changes in prices, 
or new goods when he calls, or permit 
him to go on your stock and make up 
his own order. 

“The outcome of our desire to co- 
operate with the buyer is the ‘Fourteen 
Points to Salesmen,’ which were pub- 
lished recently in the HARDWARE AGE 
and copies of which the boosters have 
had printed. The thought is to call on 
a man, tell him our story, try to con- 
vince him of the character and integrity 
of our house, of the quality and desir- 
ability of our goods, and if we do not 
succeed in selling him, leave with the 
hope of an opportunity to do so on a 
future visit; also with the thought in 
the mind of the buyer that he would 
be pleased to have us come again. 

“There is a peculiarity that I have 
spoken of before about the hardware 
business and that is, that a great pro- 

ortion of the men have started in the 

usiness as boys, sweeping the floors, 
running pick-ups, waiting trade. Among 

ou men, many have done this as I 

ave, and we have come to a _ point 
where there has been a division. You 
have gone in to become managers and 
owners of your business and I have 
gone with the grip to sell goods on the 
road. After all there is very little 
difference between us, and when I say 
‘us’ I mean you and the traveling man 
in general. I sit as a director in a 
national bank as many of you do; I 
have stood in the northeart corner uf a 
certain room as many of you have; I 
am a county committeeman in politics 
as many of you are; I am interested in 
the financial problems as a trustee in 
my church as many of you are; I am 
a director in a building and loan as 
many of you are. After all, we are 
very much alike. 

“The college education that most of 
us have received has come from behind 
the counter, in hard work, learning the 
business, and yet, I believe that the 
hardwaremen are in most cases the rep- 
resentative men of their community. 

“Ts it not, therefore, a fact that when 
we carry our bag into your store we 
come truly as ambassadors from our 
house, bringing with us the good will, 
the general desire of helpfulness and 
service, desire to co-operate in your 
efforts for a successful business, and 
can we not ask, at least, the considera- 
tion of a respectful hearing? I say 
this knowing, too, that many men come 
into you who lack experience and train- 
ing and who become a bore. For the 
faults of these men, the trained man 
must suffer, and I think that we can 
surely co-operate with you if you will 
give to these men selling representative 
lines through representative houses at 
least time enough to tell their story 
and let them go on their way. 

“It is necessary for the average man 
leaving home for a three weeks’ trip 
to plan ahead where he is to be for the 
night, if he is to obtain sleeping ac- 
commodations. Sometimes he cannot 
regulate the time positively, which 
means that we give more time than 
we had planned in some cases and in 
other cases less time. We ask that 
you do not hold this against us as 
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conditions are such that we cannot con- 
trol them. 

“I would just like to say one word of 
profits. Many hardware stores prior 
to the war were selling their merchan- 
dise too cheap. For the training, ex- 
perience and investment that the aver- 
age man has in his store he should have 
a better income from his business. 

“I know that recently the Westchester 
Association passed a resolution asking 
the manufacturers to make a list price 
that would permit of 40 per cent dis- 
count on ail items to the dealer, the 
thought being that 30 per cent of this 
40 per cent was to go for overhead in 
the conduct of the business and the 
other 10 per cent for a return on their 
investment. This seems to me to be a 
proper move in the right direction.” 

Following Mr. Sears’ address the 
question box was taken up again by 
Mr. Atkinson and Mr. Sears’ ad- 
dress was discussed and he an- 
swered a number of personal ques- 
tions put to him by dealers. Mr. 

















John B. Foley, secretary 


Cornell urged Mr. Sears to advo- 
cate having travelling men send ad- 
vance notice before they call, 


Mr. Peterson Speaks 
Mr. Peterson in his address to 
the salesmen declared that the 
salesman is the point of contact for 
manufacturer, jobber and_= cus- 
tomers and urged salesmen to in- 
crease their capacity and useful- 
ness. Joseph A. Famulare spoke 
on “Prospects and Following Up 
Sales” and advocated the use of the 
power of suggestion, telephone and 
personal calls, courtesy and similar 
methods of importance. Francis 
B. Steele spoke on selling electrical 
appliances and cited many anec- 
dotes from his own experience. A 

general discussion followed. 
Every hardware and _ plumbing 
store at Batavia closed on Feb, 23 
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as a token of esteem to President 
Torrance and every salesman at- 
tended the salesmen’s day session 
at Rochester. 

In the evening an informal din- 
ner was tendered the members of 
the association and their ladies and 
guests by the Pratt & Lambert 
Co. in the ballroom at the Powers 
Hotel. An entertainment planned 
and financed by the associate mem- 
bers of the association consisting 
of traveling salesmen was held at 
the Masonic Temple and_ was 
largely attended by members and 
guests of the association. 

Thursday morning Rivers Peter- 
son, editor of the Bulletin, spoke 
on the service that the National 
Association is rendering its mem- 
bers. He was followed by William 
H. Paddock of Wolcott, who spoke 
on the financial problems of the 
hardware store. He declared that 
smaller stocks and quicker turn- 
overs were the vital things for suc- 
cessful business to-day. The key- 
word of the present situation that 
will bring about better conditions, 
he said, is simply but most em- 
phatically “turnover” — sell more 
goods. He advised conservative 
buying but urged the importance of 
having staple stocks well balanced 
and ample. He said that the fact 
that Sears & Roebuck turn over 
their stock four times in less than 
nine months shows why they can 
undersell the dealer. Eliminate 
dead stock and effect a more rapid 
turnover, he advised, and most of 
the financial problems will solve 
themselves. 

George F. Wallace, second vice- 
president of the Herkimer National 
Bank, spoke of the “Banker and the 
Retailer.” He stated that the in- 
come tax has placed the retail busi- 
ness on a sounder basis and charac- 
terized the modern banker as the 
clearing house for trade opinions. 

The question box was presided 
over by H. B. Dietrich of Sala- 
manca. The question of auto ac- 
cessories drew forth an _ almost 
unanimous opinion that it was one 
of the most profitbale lines in the 
modern hardware store. 


Loose Leaf Price Information 


A resolution was passed and pe- 
titions passed around and signed by 
the members urging jobbers to 
supply dealers with loose-leaf price 
information at a nominal cost. 
Letters are expected to be sent to the 
jobbers in the State by Secretary 
Foley with the petitions urging them 
to install this system. 


(Continued on page 134) 
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Printing Your Own Business Forms 


The Albany Hardware & Iron Co. Has Effected 
Saving in Doing Its Own Work on the 


Multigraph Machine—Proves Great Economy 


found a way of reducing its 

printing bill 50 per cent with- 
out reducing the use of its business 
stationery is entitled to the attention 
of every dealer in the country no 
matter where he is situated. 

Every dealer uses several kinds of 
office stationery including order 
blanks, vouchers, bill-heads and other 
sundry stock forms. As a matter of 
fact it would be difficult to do busi- 
ness without some of these particu- 
lar forms. They come under the 
heading of business necessities. And 


‘ HARDWARE store that has 


is based on the practical experience 
of a bona-fide hardware firm—the 
Albany Hardware & Iron Co., AI- 
bany, N. Y. We have no particular 
desire to boost the Multigraph ma- 
chine. The apparent fact that it does 
practical and efficient work of a spe- 
cific nature would seem to entitle it 
to the same sort of consideration ac- 


corded the telephone and the tele-, 


graph or any other utility that com- 
mends itself on the grounds of econ- 
omy and service. 

“To begin with,” writes E. N. 
Matthews, of the Albany Hardware 


distribution which is considerable. 

“We can print about 2500 forms 
per hour of the regular size form 
which is 842 x 11 inches. When the 
forms are only half this size we have 
two made on a plate which enables 
us to print double the quantity in 
the same time required for one, and 
which, of course, also increases the 
output. 

“Needless to say, the machine is 
also a big time saver in multigraph- 
ing letters. We are continually send- 
ing out letters of all kinds to our 
trade. These are printed with a rib- 





The necessary machinery does not take up much room when it is considered the work that can be accomplished by 


the use of the multigraphing machine. 


like all other necessities of business 
and social life they cost money. 
Modern printing is expensive, and 
to the modern dealer it constitutes an 
important and bulky item of his 
overhead. Anything, no matter how 
insignificant, that will help to reduce 
Overhead touches men_ intimately, 


and cuts directly to the core of busi- 
ness, 

Before we go into the specfiic de- 
tails of this matter we desire to 
have it clearly understood that all of 
the information given in this article 





& Iron Co., “we print all our own 
office stationery and special forms, 
with the exception of three, namely, 
our embossed letter-head and two 
forms that are too wide for the ma- 
chine. By doing our own printing 
we estimate that we make an annual 
saving of 50 per cent on our printing 
bills. 

“Most of our stock forms are 
printed from electroplates which is a 
very satisfactory and economical 
method, as it saves composition and 
the time required for corrections and 
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Nearly everything from bill heads to small catalogues are printed on it 


bon and signed with the writer’s 
name in ink by a special signature 
attachment, all in one operation. 

“Regarding the use of the Multi- 
graph machine, from the viewpoint 
of a retailer, I have no hesitation in 
saying that any dealer can make it 
pay provided he has work enough for 
it to do. If he hasn’t, I am under 
the impression that the Multigraph 
people won’t sell him one. 

“We get out a great many circu- 
lars for our retail trade. A short 
time before the holidays we got out 
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Here are some of the many forms that are 


printed on the Multigraph -by the 
Iron and Hardware Co. 
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our annual Christmas booklet printed 
in two colors on the Multigraph ma- 
chine. We mailed these to our entire 
retail trade. It is obvious that a ma- 
chine of this kind can be used to 
very good advantage by any large re- 
tail hardware store. 


The Repair Bills 


“We have had our multigraph ma- 
chine in operation the greater part of 
two years and find that it is standing 
up and doing all the work required 
at very little expense in repairs. I 
might also add for the benefit of 
prospective users of this machine 
that by using.coupon books, which 
are put out by the company in de- 
nominations of $50 and $100, quite 
a saving can be effected on repairs 
and new parts. 

“We are mailing you samples of 
our stationery which we print on the 
Multigraph so that you may see what 
the forms are and the kind of print- 
ing done by this machine.” 

Many of you who have read this ar- 
ticle have probably had personal ex- 
perience with some practical method 
that has helped you to reduce some 
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part of your overhead. HARDWARE 
AGE will be glad to publish any ma- 
terial that you care to send, that con- 
tains a practical suggestion based on 
actual experience relating to this im- 
portant phase of merchandising. 


Gorby on Trade Journals 


“One of the surest and best ways 
of developing as a dealer is through 
the careful and regular reading of 
the trade journals,” said Captain 
John W. Gorby in speaking to the II- 
linois Retail Hardware Association 
Convention. “These journals,” he 
added, “fare well edited, filled with 
sound practical ideas and full of the 
knowledge which, if placed in use, 
will make your store of greater 
service and a bigger profit earner.” 

New ideas are always needed for 
new business. And Capt. Gorby said 
there was no source of information 
for new ideas so rich as that of a 
good trade paper. 

The Captain has been connected 
with the United States Army, has 
served with distinction as a repre- 
sentative of large bank interests, and 


is a man of power and education and 
a thorough student of business de- 
velopment. He stated to a represen- 
tative of HARDWARE AGE that this 
publication was distinctively an asset 
and a benefit to every phase of the 
hardware industry. 


Now in New Building 


Buhl Sons Co., Detroit, Mich., it is 
said will be the largest wholesale hard- 
ware company in the United States 
from the point of view of area occupied 
when it has finished moving into its re- 
cently completed building. The trans- 
ferring of immense quantities of mer- 
chandise has been going on for several 
weeks and on February 4 the old Buhl 
building closed after sixty-three years 
of continuous occupancy. 

The new structure is six stories in 
height and has frontages of 380 feet 
and 240 feet, the latter on the Detroit 
River. It is constructed entirely of con- 
crete, trimmed with brick and contains 
a total floor area of 303,000 sq. ft., ap- 
proximately seven acres. Every mod- 
ern device contributing to the rapid and 
inexpensive movement of material, it is 
said, has been incorporated in the build- 
ing by the architects. 
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Hobert R. Beatty Re-elected President 


Illinois Association Hold Enthusiastic Conven- 


tion—Chicago to Make Bid for Annual Con- 
vention of National Retail Association for 1922 


Clinton (re-elected). 

Nothing startling about 
that, but—‘“there’s a reason.” 
Precedent was set aside and over 
his protests, the [Illinois Retail 
Hardware Association insisted on 
the 1920-21 president continuing in 
office for another year. Why? 
Simply because he and his aides 
had put over the biggest, most help- 
ful and best attended convention 
the association ever had. 

The program had real punch. 


P'ciinton (re-elected R. Beatty, 

















Hobert R. Beatty, re-elected president 


Half of each session was given to 
the best planned, best handled 
question box discussion the writer 
has ever enjoyed. The balance of 
the time was divided between one 
“corking” speech or a pointed sales 
demonstration, The 600 delegates, 
and many more visitors, carried 


away from each session salient 
Suggestions and practical plans 
that will make their individual 


stores of greater service and bigger 
money-earners than would be possi- 
ble otherwise. 

An optimism based on analysis 
of facts, and not purely an emo- 
tional optimism, permeated through- 
out the meetings. Sales at the 105 


exhibits were fair to good. 
“Many men began this year with 
fear and trembling. Many thought 





. expenses,” he urged. 


prices would come down with a 
crash,” said President Beatty, in 
his message. “But we have found 
it is a period of reasonable re- 
adjustment and that we_ shall 
weather the storm. This is an age 


of co-operation. We realize we 
must all join hands to make 
progress.” 

Mr. Beatty prophesied there 


would be radical changes in the 
methods of distribution and said 
jobbers must consider the rapid 
growth of the retailer-owned job- 
bing house and find some way to 
meet prices made by brokers and 
the retailer-owned distributors. 

“Salesmanship must be exercised 
more and more,” he said. “We 
must follow Marshall Field’s ad- 
vice, ‘buy in cold blood and sell 
with enthusiasm.’ The only way to 
get outlet is to feature goods that 
have value and are in want in your 
trade territory. Do not overstock 
on slow-moving goods. Get turn- 
over and you will get growth. Trim 
“Every item 
must be scrutinized and every bit 
of waste eliminated.” High praise 
of Secretary Nish, ‘whose heart is 
in his work,” and other portions of 
the message merited and received 
hearty applause. 


The Secretary’s Report 


Secretary Nish’s report shows 
1446 members, a gain of 80 during 
the year. The traffic department 
collected over $9,483 from railroads 
for incorrect freight bills. The 
group meeting plan has been suc- 
cessfully used. Other’ factors 
showed a year of activity and 
growth and the secretary was fre- 
quently and enthusiastically com- 
mended for his activity. 

National Secretary Sheets briefly 
urged a keener appreciation of pos- 
sibilities of growth for each dealer, 
complimented the Illinois men on 
their fine convention and said, “I 
know the hardware men are just as 
progressive and just as filled with 
a spirit of service as are our 
brother associations in other lines.” 

“The value of any commodity is 
in the service it renders,” said Ed. 
G. Weir, director of advertising, 
Round Oak Co., Dowagiac, Mich., in 


105 


a powerful plea for _ intelligent 
salesmanship. “It is not difficult to 
get full price for a quality article, 
if we talk the service it renders and 
not the sum it costs,” he said. 
“Price will not make or break a 
sale, for value is determined in the 
customer’s mind in the halls of 
memory, based on past experience. 
The average customer does not 
know what a furnace is worth, be- 
cause he hasn’t the necessary ex- 
perience. Customers are poor 
judges of proper price. But they 
do know what service they want 
and you should tell them what a 

















E. E. Voorhees, vice-president 


commodity will do to add conveni- 
ence, comfort and pride to their 
selves or their homes. 

“What the ear hears it believes 
to the degree of confidence it has 
in the person talking. But what 
the eye sees it believes. We need 
more demonstration and less con- 
versation in our selling. The eye 
is 20 times more important than the 
ear. Talk less, show use of goods 
more. 

“We have been putting the horse 
in the thills backwards,” said the 
dynamic Weir, “and wondering 
why we didn’t get up much speed, 
every time we have been talking 
price. Don’t let the customer ask 
the price until you show the article 
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and do not begin talking ‘weight, 
size, durability, etc.’ which forces 
the customer to ask how much it 
costs. Talk to the emotional mind 
where folks live, the mind that is 
concerned with love of home, sense 
of pride, desire for luxury and 
convenience.” 


Pride of Community 


“Creating a continuing want by 
building up your own community” 
is the business building policy 
urged by Edward F. Trefz, organi- 
zation counsel American City Bu- 


reau and former field secretary 
National Chamber of Commerce. 
“No loans in a section of a city 


means no lawn mowers, no hose and 
lost business for the hardware man 
and a_ discontented population. 
The primary duty of a citizen is his 
citizenship. Build up your own 
community or you cannot build up 
your own business. 

Chicago will make a strong bid 
for the 1922 National convention 
and will be backed by the Chamber 
of Commerce when the invitation is 
given at Louisville. The new of- 
ficers and delegates will campaign 
for the 1922 convention. These 
men are: President, Hobert R. 
Beatty (re-elected); vice-president, 
E. E. Voorhees, Blandsville (re- 
elected); secretary-treasurer, Leon 
D. Nish, Elgin (re-elected) ; diree- 
tors, A. W. Morse, Chandlersville; 
R. R. Wilson, Decatur; delegates, 
David Zweifel and A. M. Brauer, 
both of Chicago; G. F. Hecker, 
Eureka; L. W. Sauter, Galesburg; 
Paul Mulliken, Humboldt; W. L. 
Toler, Monds, and re-elected Frank 
Burke, Waukegan, and Ed. Meir, 
Chicago. 

Two dramatized, well acted and 
most practical sales demonstrations 
were given. Rivers A. Peterson 
showed the association service in a 
canvass entitled “Excess Profits.” 
He also played the part of the 
farmer-customer who “ain’t goin’ to 
buy nothin’ this year” and who was 
solicited by a live wire paint sales- 
man, represented by George Trees, 
Indianapolis. Mr. Trees by actual 
samples showed the superior cover- 
ing power of a high grade mixed 
paint as against a cheap mail order 
paint. He revealed some of the 
fillers and cheap material used in 
low priced paints. He brought out 
the salient facts covered in the 
“save-the-surface” campaign and 
sold his procrastinating customer. 

Paul Mulliken, Humboldt and E. 
G. Aubrey, field secretary, demon- 
strated the importance of surveying 
the trade territory and finding out 
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the purchasing power and kind of 
goods in need by individual resi- 
dents and then getting out after 
that business by personal canvass 
and through letters. 


Capt. Gorby’s Talk 


The third “big” speaker of the 
John W. 


convention was Capt. 
Gorby, research department, Cy- 
clone Fence Co., Waukegan, for- 


merly in the army service and a 
man of bank training who showed 
beyond question there are “four- 
teen points” that prove this country 
is financially sound and certain to 





To L. D. Nish, secretary, goes the 
eredit for a most successful con- 
vention 


enjoy prosperity. Many of these 
points HARDWARE AGE has already 
covered in other reports. Some new 
thoughts by the captain are: 

“Two to one is good security for 
the banker. This country’s wealth 
is a 10 to 1 security that its obli- 
gations will be paid. 

“We know now that business is a 
science and have found through 
economic education the correct 
principles which we are applying 
with success to our’ businesses. 
The merchant marine covers 45 per 
cent of our world commerce where 
once it handled only 7 per cent. 
The growth of national advertising 
permits national distribution and 
assures manufacturers and jobbers 
that they can have good business 
some place in this country. Right 
now there is a building boom in 





March 3, 1921 


California and Florida. Business— 
all business—has some good outlet 
some place in this expansive line, 
Value the trade magazine that let’s 
you tell your story everywhere and 
will get business for you where 
there is business.” 

The interesting speaker urged 
greater “knowledge of goods, 
knowledge of customers and more 
neighborly conduct towards cus- 
tomers.” He reminded his hearers 
that “he who would have friends 
must show himself friendly.” “I 
urge every retailer to read the best 
trade papers in his field and you 
hardwaremen have some mighty 
good ones. They keep you posted 
and give you new, sound ideas. [| 
urge you to study them as courses 
in salesmanship and every live 
hardware employer will use some 
of the established courses in sell- 
ing to give his sales force a better 
understanding of the underlying 
principles of selling.” 


Excellent Entertainment 


The entertainment features of 
the convention were ‘a knockout.” 
On Tuesday night “The Boys of 
49” took the crowd back to the 
western frontier and its gambling. 
Every guest was given $1,000 to 
play roulette, etc., a bank was in 
operation through the courtesy of 
A. Vere Martin, and the depositor 
of the most mcney won a worth 
while prize. Costumes were pro- 
vided and the fun was endless. 
Wednesday night the Sherman 
Hotel ballroom was thronged with 
delegates and guests from Chi- 
cago’s hardware’ circles who 
tripped the light fantastic to the 
strains of a fine orchestra. Fred 
Ruhling was chairman of the enter- 
tainment committee and was given 
a vote of thanks by the convention 
as well as innumerable personal 
congratulations. The ladies’ com- 
mittee, headed by Mrs, Ed. Meier, 
regaled the visiting ladies with an 
interesting trip to the stockyards, 
where a special dinner was served 
and a matinee party was also en- 
joyved. 

Chairman Roy Wilson’s recom- 
mendation that the 1922 convention 
be in Chicago and at the Hotel 
Sherman was heartily approved. 

Although somewhat crowded, the 
105 exhibits were indeed of a high 
caliber. Mid-west manufacturers, 
jobbers and_ specialty agents 
showed new things in hardware 
and allied lines. The booths in 
which demonstrations took place 
created the most interest and 
proved their value. 








Notable Speakers at Ohio Convention 


Members Gather at Columbus and Discuss Plans 
for the Coming Year in the Hardware Business 
—Lively Question Box Arouses Unusual Interest 


HE most successful conven- 
‘' tion in the 27 years of the 

existence of the Ohio Hard- 
ware Association was held at Co- 
lumbus, Ohio, from Feb. 15 to 
18. The attendance was the 
largest ever recorded, over 1000 
individual dealers registering, with 
800 salesmen and over 300 ladies. 
While the lack of space prevented 
as big an exhibit as could have been 
secured, the quality of the show was 
fully up to the standard set in 
previous years. 

The keynote of the convention 
was optimism and confidence in the 
future. The speakers had been se- 
lected with the view of helping the 
members solve problems met in 
business to-day, and if one were to 
judge by the close attention given 
to each one, the association direc- 
tors have every reason to feel sat- 
isfied with their choices. Never be- 
fore at a convention has so much 
stress been laid on service to the 
customer, and the necessity of in- 
tensive study of salesmanship on 
the part of dealers. From the open 
discussions one could not help but 
be impressed by the feeling of co- 
operation with each other shown by 
the members in helping one another 
with their problems, and, after all, 
what is an association for but to be 
of assistance to its members? 

The sessions opened on Tuesday 
afternoon, Feb. 18, at the Deshler 
Hotel, President Zettler presiding. 
Rey. Father G. A. Carpentier, one 
of the chaplains of the Rainbow 
Division, delivered the invocation, 
followed by an address on “Ameri- 
canization” by Edward James Cat- 
tell, city statistician of Philadel- 
phia. Mr. Cattell has the knack of 
getting his audiences into a good 
humor, and had them convulsed 
with his anecdotes of 80 and 90 
years ago. 


Nevin and Gorby Speak 


In the evening the members were 
treated to two splendid addresses, 
the first by J. C. Nevin, secretary 
of the Federal Reserve Bank, Cleve- 
land, and the second by Capt. John 
W. Gorby of the Cyclone Fence Co., 
Waukegan, Ill. Mr. Nevin spoke on 
“Foreign Exchange and Its Rela- 


tion to Domestic Production,” and 
explained the reasons for fluctua- 
tions in exchange. He stressed the 
importance of finding foreign mar- 
kets for our goods and warned his 
hearers that the prosperity of the 
past few years, which came so 
easily, would be as easily lost if not 
permanently secured by the appli- 
cation of sound commercial princi- 
ples. To-day we have a surplus of 
goods, but no market, and the so- 
lution seemed to be in the financing 














Albert Zettler, retiring president 


of European countries through pur- 
chase of long time investments and 
securities. In this connection, Mr. 
Nevin strongly commended the 
Edge Law. In closing Mr. Nevin 
said that he could not see any rea- 
sons for pessimism regarding the 
future. 

Capt. Gorby’s message to the con- 
vention was to go back to their 
homes and sell the people “good 
times.” He enumerated twelve 
reasons why the country is funda- 
mentally sound. Our banking sys- 
tem is second to none in the world, 
and with the creation of the Fed- 
eral Reserve Bank, the time has 
passed when panics can be precipi- 
tated. He said that 80 per cent of 
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the original purchasers of Liberty 
bonds still hold them. The eco- 
nomic education of the people had 
progressed to such an extent that 
we now really understand the prin- 
ciples of success. The growth of 
national advertising has equalized 
the distribution of goods so that 
now no one community is entirely 
dependent on local markets. Our 
merchant marine is now carrying 
45 per cent of our foreign ship- 
ments instead of 7 per cent before 
the war. We have definite prom- 
ises of the co-operation of the Gov- 
ernment in support of business. He 
also pointed out that the real 
wealth of the country—the prod- 
ucts of field, forests .and-mines— 
was very large in the,years 1919 
and 1920, and that our assets to-day 
are about ten times our liabilities. 
A building boom is inevitable in 
this country, as to-day we are short 
at least 1,000,000 homes. Lastly, 
we produce from 40 to 60 per cent 
of what the world actually has to 
have to live, and considering the 
foregoing facts, he cannot see any 
reasons for pessimism. 

Wednesday’s session was taken 
up with the reading of the officers’ 
reports, reports of committees, ad- 
dress on “Excess Profits” by H. P. 
Sheets, Secretary of the N. H. R. 
A. A question box discussion was 
lead by Treasurer John T. Baker, 
Dayton, on “To-morrow.” An added 
feature was a fifteen-minute talk 
by “Gypsy” Smith, the famous 
evangelist. 


Interest in Question Box 


The question box discussion was 
most interesting, both from the 
standpoint of the number of deal- 
ers indulging in it and the wide 
range of subjects discussed. The 
unanimous opinion of those partici- 
pating was that there is no cause 
to worry about the future of busi- 
ness, and a determination to do 
everything in their power, con- 
sistent with good sound business 
principles, to help stabilize condi- 
tions. During the discussion it was 
brought out that many manufac- 
turers were guaranteeing prices 
against declines up to the date of 
shipment, but that this usually did 
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Charles F. Hauck, elected president 


not mean anything, as goods were 
in the buyers hands in some cases 
three or four days after orders 
were placed. Emphasis was laid on 
the importance of service by all the 
speakers, and the opinion was ex- 
pressed that dealers should keep up 
their stocks and sell at a loss for 
the time being, if necessary, in or- 
der to give their customers service. 
On a show of hands there was 
about an equal number in favor of 
a gradual readjustment, as against 
an immediate and drastic one, but 
on one point the opinion was unani- 
mous, and that was that the present 
and immediate future is a good time 
to buy what is necessary to supply 
service to customers, but a poor 
time to speculate. 

Mr. Baker summing up the dis- 
cussions, had a few optimistic 
words for the dealers, referring to 
the inculcation of thrifty habits 
arising from the war, despite the 
general cry of extravagance. As a 
final word he urged his audience to 
keep up their stock, buy frequently 
but conservatively, retain the con- 
fidence of their customers, watch 
credits closely, and above all to 
study salesmanship. 

The reports of President Zettler, 
reviewing the work of the past 
year, and touching on problems of 
the future, and of Secretary J. B. 
Carson of the progress of the Asso- 
ciation, were received with many 
favorable comments. The Secre- 
tary’s report showed a net gain in 
membership for the year of 235 
dealers and he urged upon the 
membership individually to keep up 
the good work in the coming year 
so that the association might be- 
come as nearly 100 per cent repre- 
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sentative of the trade as possible. 

The treasurer’s report showed 
the association to be in good finan- 
cial condition, having a substantial 
balance invested in first class se- 
curities. 

Geo. Gray, secretary of the Ohio 
Hardware Mutual Insurance Co., 
submitted the annual report which 
showed an increase of insurance in 
force during the year 1920 of over 
$4,700,000. Premiums had _in- 
creased by $69,254, ledger assets by 
$70,000 and the surplus by over 
$20,000. Mr. Gray also urged upon 
his hearers the necessity for more 
sustained effort towards fire pre- 
vention. 

On Thursday morning J. B. 
Duffey, Greenville, conducted a 
question box on “Co-operation with 

















James B. Carson, secretary 


the Farmer.” Mr. Duffey said that 
dealers must give their best 
thought to how they can co-operate 
with the farmers. You must “mix” 
with them, and study their prob- 
lems through the _ agricultural 
papers in order to be able to talk 
intelligently to them. But the 
most important thing is to give 
service. In the discussion that fol- 
lowed unanimous objection was 
taken to the hardware dealer mak- 
ing any discriminations in the way 
of prices to agricultural societies 
which were attempting, by the 
promises of delivering the former 
trade, to secure extra discounts on 
goods bought. 

At this session E. A. Weir, Do- 
wagiac, Mich., delivered an excel- 
lent address on “Underwriting Suc- 
cess in 1921,” the main theme of 
which was buying and selling in- 
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telligently, and how this can be 
done. W. C. Bechorman also 
stressed the importance of the 
“Save the Surface” campaign be- 
ing conducted by the paint manu- 
facturers of the country. 

The sessions closed on Friday 
morning with a question box dis- 
cussion led by Miles J. Watson, 
Oberlin, on “Group Meetings and 
What They Do for the Members.” 
The reports of the election, resolu- 
tions and memorials committee 
were also presented at this session. 


Hauck Elected President 


The nominating committee hand- 
ed in the following slate of officers 
for the coming year, and these were 
elected unanimously: President, 
Chas. F. Hauck, Springfield: vice- 
president, W. G. Bronson, Lima; 
secretary, J. B. Carson; treasurer, 
John F. Baker, Dayton; directors, 
F. M. Potter, Cleveland; Wm. 
Greiner, Toledo; A. R. Shipley, 
Richwood, R. W. McBeagh, Bellaire. 

While the convention was pri- 
marily a business affair, the social 
side was not neglected, and on 
Tuesday night, following the meet- 
ing, a general reception and enter- 
tainment was held in the ballroom 
of the Deshler. On Wednesday 
afternoon the ladies were enter- 
tained at afternoon tea and in the 
evening a grand ball, cards and 
other entertainments was held at 
the Southern. On Thursday night 
the annual Hardware Theatre 
party was held at Keith’s. 


W. W. True, Newport, Vt., first vice- 
president New England Hardware 
Dealers’ Association, has been made a 
director of the Newport Chamber of 
Commerce. 
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Masback Co. Holds Big Reception 


” spite of the rather inclement 
weather and difficulty of trans- 
portation caused by the unusual 
snow storm, a record crowd of hard- 
ware dealers turned out to attend 
the “At home” reception given on 
Washington’s Birthday, February 22, 
by the Masback Hardware Co., Inc., 
82 Warren Street, New York. In 
the West and Middle West, recep- 
tions of this kind are not unusual, 
but in the East they are practically 
unknown. It is believed that the 
Masback reception is the first to be 
held on the Atlantic seaboard, and 
it surely was a milestone in local 
hardware history. Over one thou- 
sand people were present, coming 
from Pennsylvania, New Jersey, all 
parts of New York, nearby New 
England cities, and a few came from 
Washington, D. C., and Baltimore, 
Md. The doors were opened at 
11:30, and at noon over 600 invita- 
tions had been exchanged at the 
door for lucky number tickets, that 
gave the holders the opportunity to 
win some worth while prizes. 

Upon entering, the guest was 
greeted by a member of the firm. 
The sales and office force were iden- 
tified by white buttonhole carna- 
tions and acted as official guides to 
escort the visitors to the coat room 
where wraps were checked. From 
that point the men with the white 
flowers piloted the visiting dealers 
around the different floors of the 
stock rooms, explaining in detail the 
systematic method of keeping stock 
that is in operation at the show 
rooms of the Masback Hardware Co. 
For the majority of out-of-town 
dealers it was the first visit, and 
many expressed real delight at the 
extensive outlay and efficient ar- 
rangement of stock. In a very short 
time the various sections of the 
stock rooms were filled with inter- 
ested visitors who found much in- 
structive pleasure inspecting the 
goods. 

The guides had their hands full 
keeping the parties together and an- 
swering the many questions of the 
guests, but through it all proved 
themselves entirely capable and re- 
ceived many complimentary com- 
ments from well-pleased dealers. At 
almost every turn a smiling young 
lady from the office staff offered 
cigars and cigarettes to the men and 
candy to the women. 


The Story of the Saw 


At about one o’clock Horace Diss- 
ton, vice-president of Henry Disston 
& Sons, Philadelphia, conducted a 


very instructive lecture on the mak- 
ing of the Disston saw, assisted by 
three reels of motion pictures taken 
at the Disston plant. The film showed 
the audience the various processes 
that the raw material goes through 
before any resemblance to a saw is 
apparent. Close up pictures of 
skilled mechanics shaping and finish- 
ing the blade were shown and clearly 
explained by Mr. Disston. The deal- 
ers who went into the movie room 
were well rewarded and came out 
with a definite knowledge of saw 
making. 

The Carborundum Co., of Niagara 
Falls, N. Y., and the American 
Eveready Co., Long Island City, 
N. Y., also gave motion pictures on 
the making and distribution of their 
respective products. 

Shortly after noon an announce- 
ment was made that a buffet lunch 
was being served on the main floor. 
In the section reserved for serving 
the lunch an orchestra composed of 
colored members of the Clef Club 
of New York entertained with plan- 
tation melodies and popular airs. 
About every other selection the mu- 
sicians broke out into song, prompt- 
ing many to linger and join in the 
singing. At the rear of this sec- 
tion of the office an appropriate de- 
sign of American flags surrounded 
a Stuart portrait of George Wash- 
ington. This dispay was suspended 
from the ceiling. To the side in this 
same room was a table with two 
large punch bowls containing a re- 
freshing drink. 


Many Displays Shown 


Another portion of the main floor 
was devoted to displays and demon- 
strations of several manufacturers. 
Each exhibit was in charge of a 
representative of the manufacturer. 
No orders were taken, as the entire 
affair was one of pleasure and not a 
business party. To quote E. R. Mas- 
back, vice-president of the Masback 
Hardware Co., the only order that 
was accepted came in the form of a 
telegram from his father, R. J. 
Masback, president. It was ad- 
dressed to the salesmen of the com- 
pany and read in part: “Enter my 
order for a successful reception, ac- 
cept my best wishes for a bright 
future. I am spending the day with 
all of you in thought. Am feeling 
100 per cent.” 

All through the day at intervals 
of about thirty minutes a drawing 
for prizes was taken, and the lucky 
man or woman received from John 
J. Armstrong, secretary of the com- 
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pany, a prize of real value. Sou- 
venirs were given to all guests. The 
women received boxes of candy and 
the men pocket nail files. 


Many Well Known Manufacturers 
Present 


Officers of several well-known 
hardware manufacturing companies 
were present during the day and all 
agreed that the time spent was very 
enjoyable. F. J. Root, president of 
the New York Wire Cloth Co., called 
it “A wonderful success and a very 
successful exhibition. The indus- 
trial films were particularly interest- 
ing. I am surprised that so many 
have come on a holiday and in such 
bad weather.” H. R. Conner, New 
York manager for the Pike Mfg. 
Co., said: “From the standpoint of 
a demonstration to the retailer I con- 
sider this the most important small 
convention I ever attended.” Geo. S. 
Stone, of the Hotchkiss Co., Water- 
bury, Conn., stated: “I have beem 
28 years in the business and have at- 
tended many affairs, but never have I 
received such genuine hospitality. 
The films were very enjoyable.” 


Harry Knight, of the Wabash Screen 
Door Co., better known in Chicago 
circles, was inclined to be modest, 
but admitted that he won a prize, 
and also that he had been to many 
hardware receptions in the West, 


but, he added, 
them all.” 


“This surpassed 


Everyone Pleased 


Several dealers of note in this 
part of the country expressed equally 
as favorable comments. F. W. Moly- 
neux, who has been in business in 
Newark, N. J., since 1866, was very 
enthusiastic about the party and 
said: “It was one of the best enter- 
tainments and displays ever given in 
New York, and my acquaintance with 
New York and hardware dates back 
to 1866. The best thing a jobber 
has ever done for his customers, and 
I might add that I cannot speak too 
highly for the entire personnel of the 
Masback Hardware Co., who aided in 
putting this wonderful party across. 
I have enjoyed myself.” John Grim- 
ord, of Grimord Bros., well-known 
dealers of Meriden, Conn., stated: 
“What impressed me most was the 
large crowd that has turned out on 
a holiday, but I know that I feel it 
worth while.” C. B. Fisher, of the 
some company, echoed the words of 
Mr. Grimord and said: “It has been 
very fine all through.” 

Toward the close of the party Don 
Pace played real music on a saw 
taken from the Masback stock. This 
made a real hit as it was something 
new to most of the visitors. 








North Dakota’s Twenty-fifth Convention 


Second Oldest Organization in the Hard- 


ware Trade Holds. Its Annual Sessions at 
Fargo and Celebrates Its Silver Anniversary 


HE twenty-fifth annual conven- 
T tion of the North Dakota Re- 

tail Hardware Association 
opened Feb. 8 for a four days’ ses- 
sion. Right from the first every in- 
dication pointed to one of the best 
attended and successful conventions 
ever held in that State. The North 
Dakota association is next to the old- 
est in the United States, being ante- 
dated only by the Minnesota asso- 
ciation, and that only a very little 
older. At the opening of the doors 
of the exhibit hall the attending deal- 
ers found practically every exhibit in 
place. The dealers showed a desire 
to acquaint themselves with the firms 
represented by the various exhibits 
and those in charge found themselves 
busy right from the start in meeting 
the dealers. 

Many of the exhibitors seemed well 
satisfied with the number of sales 
they made. An unusual feature in 
the way the program was handled 
was the fact that the exhibit hall was 
closed during the business sessions, 
thus allowing all the dealers an equal 
chance to visit the exhibition hall, 
and miss none of the sessions. The 
plan seemed to work out to the satis- 
faction of all concerned, giving the 
jobbers an opportunity to visit the 
stores in Fargo and Moorhead dur- 
ing the business sessions. 

The closing of the exhibits one day 
before the business sessions enabled 
the dealers to plan to give full atten- 
tion to the last day, which was the 
most important of all. 

The following officers were elected: 

President, C. W. Parker, Lisbon; 
first vice-president, A. J. Linn, San- 
born; second vice-president, J. Duea, 
Sharon; treasurer, J. R. Vestre, 
Drayton; secretary, C. N. Barnes, 
Grand Forks. 

Executive committee: C. H. Bland- 
ing, Hawley; N. O. Haugen, McVilile, 
and C. J. Reid, Antler. 

The forenoon of the first day was 
devoted entirely to reviewing the ex- 
hibits in the Fargo auditorium, and 
getting acquainted with the members 
and the ones in charge of the ex- 
hibits. Even as early as the first half 


day, some of the exhibitors stated 
that the prospects for orders ap- 
peared good, and the number of deal- 
ers present for the first forenoon was 





a pleasant surprise. 

The afternoon session of the first 
day was the first session for the 
meetings. This was held in the audi- 
torium assembly room, directly below 
the exhibit floor. 

The session was called to order by 
President Vestre at two o’clock, and 

















C. W. Parker, Lisbon, elected president 
North Dakota Association 


two verses of “America” sung, after 
which the invocation was offered by 
Rev. D. T. Robertson. The address 
of welcome was given by A. W. Fow- 
ler, president of the Fargo Commer- 
cial Club, who spoke warmly of the 
regard in which the hardware men 
of the State are held by their fellow 
citizens. 

President Vestre gave the response 
for the association. 

The principal address of this ses- 
sion was given by Wesley C. Mc- 
Dowell, of Marion, director of the 
Ninth Federal Reserve Bank of 
North Dakota, on the subject, “Fi- 
nancial and Economic Conditions.” 
He reviewed the financial system of 
the country as it was before the Fed- 
eral Reserve system was in force, and 
now, comparing the system to a 
series of twelve barrels in the cities 
having the reserve banks, all con- 
nected by a series of pipes. 

His talk was followed by one by R. 
F. Close on the subject, “1921 Save 
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the Surface Plans,” in which he gave 
in detail the program of the national 
“Save the Surface” organization for 
the promotion of paint sales for this 
year, after citing the origin of the 
idea, and its. development in the past 
few years. He gave in detail many 
schemes through which the dealers in 
every town might promote the sale 
of paints for exterior and interior 
uses in their own communities. 

J. C. Amos, representative of 
the Illinois Hardware Mutual Fire 
Underwriters, Elgin, MIIl., spoke 
briefly of that company’s plan of 
mutual insurance., He stated that 
the company was the approved one 
for the dealers of the North Dakota 
association for business of this na- 
ture, and stated the plan under which 
they operate. Each dealer builds up 
his own reserve through the plan by 
receiving only a 50 per cent dividend 
for the first five years he is insured 
with them, after which he receives a 
60 per cent dividend. If for any rea- 
son he withdraws his insurance, he 
is repaid this reserve in full. 

A representative of the Malleable 
Iron Range Co. then spoke on the 
matter of adjusting complaints and 
the installing of merchandise. Every 
merchant, in delivering goods, in- 
stalls merchandise in the homes of 
his customers, and the proper in- 
stalling has much to do with his fu- 
ture sales. 

The forenoon of Wednesday was 
devoted entirely to an executive ses- 
sion, held in the parlors of the com- 
mercial club. The open meeting 
started promptly at 10, with the 
question box in charge of Fred S. 
Smith of the Hardware Trade. The 
question of going on a cash basis and 
the advisability of giving a liberal 
discount for cash was discussed at 
some length. The plan to sell on a 
coupon note book, with a discount if 
paid in 35 days, was advenced. The 
discount given for cash varied from 5 
per cent to 10 per cent, and there 
was some discussion as to the advis- 
ability of giving it at all. General 
opinion seemed to favor keeping away 
from trying to swing to a cash basis 
this year, under present crop, politi- 
cal and financial conditions. 

The president then gave his annual 
address which was in a way a review 
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of the history of the association for 
the past twenty-five years. As a pre- 
amble to the main address, he paid 
tribute to the men who founded the 
association: 

“Twenty-five years ago a few hard- 
ware men had a meeting, and finding 
that the great bodies of business in 
this land were working at a disad- 
vantage and not being able to carry 
on the fight single handed or indi- 
vidually, they formed an organization 
called the North Dakota Retail Hard- 
ware Association. We owe these 
men the most kindly and lasting 
gratitude for what they have done 
for the retail trade of this country, 
and to-day, the twenty-fifth year, or 
the silver anniversary of this organi- 
zation in this State, we will not for- 
get to pay them that respect which 
is due them for work so well started 
and well accomplished.” 

In the main part of his address he 
stressed the necessity of better sales- 
manship in the next few years in con- 
tradistinction to the past four years. 
The ones who had the good fortune 
to have goods to sell were the ones 
who found ready buyers. 

Secretary Barnes then rendered his 
annual report. He summed up the 
activities of the association during 
the past year and went into detail on 
many points of vital importance. The 
membership, the silver anniversary, 
question box importance, insurance, 
the traffic department, and other top- 
ics were brought up. 

Although the secretary’s report 
does not mention it, they attained 
the distinction, before the end of the 
third day, of having a completely 
paid-up membership. It is believed 
that is a record for any association 
in the hardware organizations. The 
total membership at the end of the 
convention was 492. 

The secretary’s report was ac- 
cepted and put on file. H. R. Streh- 
low then gave a brief review of some 
of the work of the association as he 
recalled it. 

Hamp Williams, Hot Springs, Ark., 
and representative from the national 
association, was then introduced, and 
the remaining part of the session was 
given over to him. The program 
called for a talk on “Excess Profits” 
as scheduled to be given at all of the 
conventions, but he started by tell- 
ing something about his own store, 
and the members voted to hear the 
address scheduled for the next day, 
“How to run a hardware store at a 
profit,” first. 

At lunch time, many of the visit- 
ing merchants were the guests of the 
local Rotary Club, and were accorded 
a royal entertainment, the club hold- 
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ing a mock trial. In the evening the 
annual banquet was given at the Ma- 
sonic Temple, there being nearly 400 
at the tables. The toastmaster for 
the occasion was C. W. Parker, and 
he was ably assisted by J. R. Vestre 
and others in the assemblage. The 
fact that it was the silver anniversary 
of the association was referred to in 
many ways, with particular honors 
for those present who had been char- 
ter members. Entertainment was 
given by the Masonic quartette and 
the orchestra, both of which rendered 
numbers before the banquet and be- 
tween courses. 

















C. N. Barnes, secretary North 


Vakota Association 


There were six of the original 
membership of the association pres- 
ent at the banquet, these being Hu- 
bert Harrington, H. F. Strehlow, A. 
J. Smith, I. L. Newgaard, W. R. 
McIntosh and C. N. Barnes. H. F. 
Strehlow gave a brief summary of 
the history of the organization for 
the benefit of those present. 

Thursday forenoon was devoted to 
an executive session, held in the com- 
mercial club parlors. As arranged, 
the question box was opened at the 
first of the session. Hamp Williams 
was in charge and developed a very 
interesting meeting. Questions con- 
sidered were: 

Cash discount. 

How many sell field seed, and with 
what results? 

Is there a law to prevent drug 
stores selling other goods than drugs 
on Sunday? 

Does it pay to charge interest on 
open accounts of good customers? 
At this point Hamp Williams con- 
tinued his talk on his profit sharing 
plan, and told of many of their plans 
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to attract customers to their store. 
He then swung into the talk on “Ex- 
cess Profits” as outlined by the na- 
tional association. 

The Friday session was the final 
one of the convention. The question 
box was deferred for the reports of 
the committee on national representa- 
tives and the committee on resolu- 
tions. 

Officers Elected 

A short report of the national 
meeting of 1920 was given by C. H. 
Blanding. The question box was 
then resumed in charge of Fred S. 
Smith. Questions considered were: 

When is the best time to buy lin- 
seed oil? 

After a discussion of the subject, 
Fred S. Smith was given the oppor- 
tunity to better acquaint the members 
present with the service the Hard- 
ware Trade can give its subscribers. 

The speaker for the day was E. G. 
Wier of the Beckwith Co., Dowagiac, 
Mich., who spoke on “Overcoming the 
objection of price in the retailing of 
high-grade specialties.” It was voted 
by his hearers that his talk was sec- 
ond to none in the entire program. 

At the opening of the session, a 
tribute to Mr. Barnes and to Mrs. 
Barnes, who has been his constant aid 
in association matters during his en- 
tire term of service, was given in the 
form of a beautiful silver vase, prop- 
erly inscribed and filled with an im- 
mense bunch of crimson roses. Mr. 
Barnes acknowledged the tribute in 
behalf of both himself and Mrs. 
Barnes, and paid additional tribute 
to her in saying that his efforts for 
the growth of the association would 
have amounted to far less without 
her help. 

J. R. Vestre spoke a few words of 
farewell as president of the associa- 
tion, and the meeting adjourned. 
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The Conventions 
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The State Conventions 
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this year were more suc- 
cessful than ever before 
and the benefits reaped 
will last throughout the 
entire year. Question 
Boxes were much in vogue 
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and every member gained 
additional knowledge 
through them. Long Live 
the Convention spirit. 
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Show Card Writing for the Beginner 


T HIS single-stroke Roman alpha- 
bet shown herewith is about 
the most satisfactory type for 
all-around commercial show cards 
whether done by the brush or pen. 
The writer would advise any begin- 
ner or those interested in learning 
show-card writing to cut this alpha- 
bet out and paste it on a piece of 
cardboard and keep it before them 
while practicing the single strokes 
which are shown here in rotation as 
the arrows and numbers indicate. 

If the beginner would concentrate 
his practice work on this alphabet un- 
til he has the formation of each letter 
well in hand, he will find it to be a 
most serviceable, if not the most 
serviceable of all other alphabets. 

The Poster style alphabet, which 
was published in HARDWARE AGE 
Feb. 17, is a more modern style of 
alphabet than this show-card Roman 
shown herewith, but for general 
commercial purposes I think this al- 
phabet has it on the Poster type, on 
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By Joseph Bertram Jowitt 


account of its legibility and extreme 
simplicity. 

One reason why the Poster type is 
such a general favorite among show- 
card writers and window trimmers is 
on account of the great liberties one 
may take in forming these letters, 
for, unlike the Roman alphabet shown 
here, there is no set rule in the Poster 
where a line should cross, as in the 
center strokes of “A,” “H,” “E,”’ etc. 
Or just how far a lower-case letter 
should extend above or below the 
guide lines. 


In Making the Single Stroke 


The only proper way to attempt 
single-stroke lettering is with a flat 
or flattened Red Sable show-card 
brush. These brushes come already 
flat or the ones in round ferrules may 
be trained to work flat. Only the tip 
end of the brush should be used and 
each stroke should be quick and bold. 
(In making all large letters of the 
Block or Egyptian type the full stroke 


of the brush is used.) The body 
should be kept erect, assuming a nat- 
ural posture. It is best to have the 
light fall over the left shoulder. Hold 
the brush as you would a lead pencil, 
keeping the fingers well down near 
the ferrule. In making all sweeps 
and curves don’t twist the arm into 
awkward positions; roll the brush 
between the thumb and first fingers, 
and don’t stop when in the middle of 
a sweep or downward stroke. The 
first joint of the little finger is gen- 
erally placed on the card to act as a 
rest to steady the hand. Some pre- 
fer to rest the hand on a small book 
or block of wood about one inch thick. 

Practice, proper brushes and reg- 
ular show-card ink, together with 
this alphabet and instructions, will 
enable anyone with determination 
to make satisfactory show cards in 
a very short while. 

For example take the capital letter 
“A” the first letter at top line of 
plate, it requires but three single 
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Shading any decorating makes a neat card 
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The plainest show card may be made attractive by 
shading the letters 


strokes to form the basic part, but 
nine strokes to complete. Strokes 
five to nine are short “Spur” strokes 
which finish off the top and bottoms 
of all these letters excepting O and S 
in capitals and a, c, e, 0, s, in the 
lower-case. The first slanting stroke 
of “A” is made by turning the brush 
sideways, roll it between thumb and 
first finger until it is in the proper 
position to make a fine stroke, then 
starting at top of guide line make a 
quick downward stroke stopping al- 
most on the bottom guide line, fin- 
ishing off with three little short 
strokes required to make the “spur.” 
The second slanting stroke is also be- 
gun at the top of guide line and in 
bringing it down to bottom line the 
full width of the point of brush is 
used making a much heavier stroke 
than number one. Stroke number 3 
is the short bar stroke in center of 
“A.” Here the brush is again rolled 
between the thumb and first finger 
and a fine stroke like the thickness of 
number one is made. 


Care of the Ink 


It is very important that the show 
card ink should be kept well stirred 











Well decorated with pictures pasted on card 


adds to the general appearance 


and used not too thin, otherwise the 
brush will not retain its flat position 
or shape, because it is the glue bin- 
der in the ink which makes the brush 
hold up and if the color is too thin the 
bind naturally loses its strength and 
the brush its flat shape. It is im- 
portant to keep a piece of smooth 
cardboard, or better still, a small 
piece of glass handy and each time 
after dipping brush in the ink work 
it backward and forward on the 
piece of glass, very much like the pro- 
cess of stropping a razor. This will 
distribute the ink thoroughly into 
the “heel” of the brush and at the 
same time flatten it to a sharp chisel 
edge. 

Next comes the capital letter “B.” 
It is very easy to observe the three 
principal strokes composing this let- 
ter which are made with the tip end 
of the flat pointed brush in this man- 
ner; first a quick downward straight 
stroke, then two semi-circle loop 
strokes, No. 2 and No. 3, and finally 
the sharp “spurs” which finish off let- 
ter like at the bottom of letter “A.” 
In making the capital letter “C” it 
requires just four single strokes. 
The fourth stroke is a short back- 


ward stroke which meets stroke No. 
1, at the bottom line finishing off the 
letter. The letter “D” is formed in 
two strokes, not counting the “spurs.” 
The letters E and F are very much 
the same with the exception of the 
thin stroke at the bottom of letter 


Study the New Card 


The beginner should study the lay- 
out of the cards illustrating this ar- 
ticle because it is the easiest method 
of lay-out known, and does away with 
the difficult part of centering the let- 
tering on the card. It is called “Left 
and Right” lay-out. In other words 
a group of lettering is placed in the 
upper left hand corner of card and a 
like proportioned group of lettering 
is placed in lower right hand corner. 
This is especially convenient when 
pictures or advertising cuts are to be 
pasted on show card. 

The lower-case letters are much 
easier to make than the capitals and 
in this type they are used in the ma- 
jority. The arrows drawn by each 
letter show very plainly in what di- 
rection each stroke should be taken 
until the letter is completed. Notice 
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the large s, 0, e, at the bottom of 
plate, these are the principal letters 
of the lower-case for the beginner to 
concentrate on, as most of the strokes 
used in the formation of all the other 
letters are to be found in these three 
letters. The shading of letters has 
much to do with the finished appear- 
ance of the show card. The shadow 
or shade should be at the left of each 
letter, following the formation of the 
letter and keeping just a trifle away 
from edge of letter. As this is sup- 
posed to be a shadow the color should 
be a very light tint of either gray, 
green or blue. Using the same size 
brush the lettering was done with. 

The beginner should be careful not 
to crowd too much lettering on a 
show card; the copy should be boiled 
down as much as possible without 
leaving out any important detail. 

WHITEWATER, WIS.—Ralph M. Fiske 
has purchased his partner’s interest in 
the firm of Dunham & Fiske. He will 
continue business under his own name, 
and requests catalogs on automobile 
tires, barn equipment, belting and pack- 
ing, cream separators, farm implements, 
lubricating oils, pimps and washing 
machines. 
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Mr. Williams with “X” 


Laboratories 














A. D. Williams 


A. D. Williams has assumed charge 
of sales for “X” Laboratories, manufac- 
turers of “X” Liquid, and will be lo- 
cated with headquarters at their New 
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York office, 25 West Forty-fifth Street, 
New York City. 

Mr. Williams formerly was associated 
with the American Chain Co., Bridge- 
port, Conn.; the F. Hersh Hardware 
Co., Allentown, Pa., and the last few 
years has been field manager for the 
Bethlehem Spark Plug Corp., Beth- 
lehem, Pa. 


Frederic i. ; Newton Dead 


Frederic H. Newton, president Car- 
penter Morton Co., Boston, paints, 
since 1914, died at his home in West 
Newton, Mass., Feb. 20, at the age of 
77. He entered the employ of Banker 
& Carpenter some fifty-six years ayo, 
this firm eventually becoming the Car- 
penter Morton Co. Mr. Newton was 
widely known and respected in the New 
England paint trade. He was one of 
the organizers of the Paint and Oil 
Club of New England and served as 
secretary and president of it. Burial 
services were held Feb. 22, and were 
attended by members of the Boston 
hardware as well as paint trade. 


Erwin M. Gulow is to open a hard- 
ware store with a complete line of 
goods in Turners Falls, Mass. He 
formerly was employed by the late F. 
I. Webster, that place, hardware 
dealer. 
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Silver Anniversary for Minnesota 


Speakers of National Importance Are Heard 
at Twenty-fifth Convention of Minnesota As- 
sociation—W. H. Ryan Elected New President 


ITH an attendance ahead of 
W predictions, the silver anni- 
versary of the Minnesota 

Retail Hardware Association was 
celebrated in St. Paul Feb. 15, 16, 17 
and 18. The exhibit feature was 
bigger and better than ever, the en- 
tire assembly hall which was used 
last year for the meetings being de- 
voted to display of hardware items. 

The entire program went like 
clockwork, the speakers announced in 
the printed program all being pres- 
ent at the appointed time. One of 
the most interesting speakers on the 
program was M. D. Hussie, Omaha, 
and past president of the national as- 
sociation. He was scheduled to ap- 
pear for two regular talks, but the 
members soon discovered him and he 
was called on for various talks dur- 
ing the days he was at the convention. 

The attendance was a pleasant sur- 
prise to the association officers, the 
registry for the first day showing 
over 550, and the entire registration 
running over 1200. 

With an eye to the problem, Secre- 
tary H. O. Roberts and Assistant Sec- 
retary Andrews had compiled a pro- 
gram even better than the excellent 
one offered their association mem- 
bers last year. Worthy of particular 
mention were the addresses of Dean 
Geo. W. Dowrie of the School of 
Business of the Minnesota Univer- 
sity, Judge F. T. Wilson, of the Uni- 
versity Extension Division, and Ed- 
ward Barr, of The Farmer, St. Paul. 
The talk given by R. T. Close Thurs- 
day afternoon was announced ahead 
of time, and the convention hall was 
filled to overflowing. His topic 
“Sales Promotion” was most oppor- 
tune, and his handling of it kept his 
audience in their seats to the end of 
a talk lasting over two hours. 

Each session of the convention was 
opened by a song-fest, led by E. Y. 
Arnold and accompanist. From the 
first meeting his good work brought 
full response, and he was given 
hearty thanks and an invitation for 
next year’s convention. He possesses 
the ability to draw out the best ef- 
forts of those in the meetings, and 
the happy faculty of making every- 
body smile whether they feel like 
smiling or not. 

The exhibition hall was packed in 


every space with good things in the 
hardware line, and the hall used last 
year was devoted entirely to the 
showing of hardware. It was stated 
that it was the best ever shown in 
the State, and was more educational 
than a trip to the state fair. Many 
of the exhibitors stated that they 
were well satisfied with the results 
obtained but others seemed to feel 
that the holding of the executive ses- 
sions out of the auditorium proper 
was a mistake, as it took the dealers 














H. O. Roberts, secretary Minnesota 


Association 


away from the exhibits. This, how- 
ever, is done in many other states, 
and the exhibitors have satisfactory 
results in the way of orders. 

The meetings of the association 
were handled without a hitch, and 
were exceptionally well attended. 
They were held in the Y. W. C. A. 
building just across the street from 
the St. Paul auditorium, in the hall 
devoted to that purpose. 

Hardware dealers from the neigh- 
boring states were present in large 
pumbers, many of them from Wis- 
consin, and North and South Dakota 
introducing themselves to their 
brother dealers in Minnesota. 

The First Session 

The forenoon of the first day was 

devoted by the members who had al- 
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ready arrived to viewing the exhibits 
and making the acquaintance of those 
in charge. The first open meeting of 
the convention was held at 2.00 p. m. 
in this hall, and was opened by the 
singing of “America,” following 
which the invocation was given by 
Rev. Howard Y. Williams. Immedi- 
ately following this, C. F. Ladner ad- 
vised that the Babcock bill regula- 
tions were to come before the state 
legislature that same afternoon, and 
stated that if the members endorsed 
the form of administering it, instant 
action would have to be taken. 

A resolution was at once adopted 
reading, “Be it resolved by the Min- 
nesota Retail Hardware Association, 
1425 strong, that we favor H B 535.” 
A special committee was immediately 
appointed to convey the resolution to 
the capitol building, the committee 
consisting of C. H. Casey, Frank 
Thielman and Geo. Mason. 

President Babcock’s welcome was 
as cordial as it was brief. He said 
he hoped that all had come prepared 
to take part in the convention, as it 
was for the benefit of all, not only the 
hardware men of town, but all busi- 
ness enterprises. Hardware is only 
one link in the chain of business, and 
all must be in good order. This, the 
silver anniversary of the founding of 
the association, has brought many old 
heads together, and all should profit 
by their experiences. 

H. C. Hertz, treasurer for the as- 
sociation, gave his report, which was 
followed by the report of the secre- 
tary. He stated that a year ago the 
membership was 1,380 and it is now 
1,415, out of which 727 paid when 
the first notice went out, for the year 
1921. The association officers spent 
300 days away from the office, visited 
510 towns, and called on 914 mem- 
bers. 

Insurance Meeting 


Immediately following the choos- 
ing of the nominating committee, the 
annual meeting of the Retail Hard- 
ware Mutual Fire Insurance Com- 
pany was held, with C. F. Ladner, 
president, in the chair. This was the 
2ist annual meeting of the fire insur- 
ance company, it having been 
founded four years after the hard- 
ware association. After the reading 
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of the minutes, the president’s ad- 
dress was the next item on the pro- 
gram, and the members expected to 
listen to a long talk about the affairs 
of the company. They were very 
much surprised to have him refer to 
the annual statement as the best ad- 
dress he could possibly make. 

The second day of the conventicn 
opened with a session at the assem- 
bly hall, the community singing put- 
ting the crowd in good humor and 
adding pep to the program. An in- 
vitation from Mr. Wollan of the St. 
Paul Association to their open forum 
luncheon, and the announcement that 
John Calder, Fred P. Mann and Jas. 
A. O’Shaunessy would speak brought 
promises of a good attendance at this 
meeting. The program for the day 
was adhered to very closely although 
somewhat behind schedule. E. P. 
Babcock addressed the dealers on the 
subject “State Association,” showing 
the purpose of the association to be 
for better merchants, stores, financ- 
ing, buying, selling, profits, organiza- 
tion, credits and co-operation. It 
will help in bookkeeping, credits, col- 
lections, store arrangement, adver- 
tising, insurance and legal service. 
The various subjects he mentioned in 
his address were taken up in detail 
by the succeeding speakers. ‘State 
Organization” was the subject of a 
talk by H. O. Roberts, who showed 
how the state association office is or- 
ganized to take care of the business 
of the association, giving in detail 
the work of each of his assistants. 

Assistant secretary D. M. Andrews 
followed this talk with many details 
of what the association can do in the 
way of helping the individual mem- 
bers with their problems, giving ex- 
amples of what had been done in the 
past year. The hardware retailer is 
many times in his own store, the gen- 
eral manager, the buyer, the advertis- 
ing man, the salesman and the credit 
man. The association can help in any 
one of the positions named, and in 
many ways. 

The remaining portion of this ses- 
sion was given over to a discussion 
of the matter of annual dues, which 
were raised to $10 last year. There 
was some dissatisfaction expressed 
with the change, and after nearly an 
hour’s debate, it was put to vote, re- 
sulting in leaving the dues at $10 for 
the coming year. 

The Work With Students 

The afternoon meeting opened 
promptly, with a community sing. 
Dean Geo. W. Dowrie of the school 
of business of the University told of 
the wonderful work being done in 
the school, both for students who are 
already on the ground of the Uni- 
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versity and those who are compelled 
through circumstances to take the 
course by mail. 

Judge F. T. Wilson of the Univer- 
sity extension department was the 
next speaker and his subject, as an- 
nounced on the program was “Com- 
munity Work.” He said that he pre- 
ferred to call it community service. 
“Each dealer in any line thinks of 
the community as the place to serve 
his own business,” stated the speaker. 
“The fact is the business is there to 
serve the homes in that community. 
The home is the unit and the homes 
bound together by common interests 
form the communities. Communities 
everywhere are striving to better 
their conditions, and in doing this 
form group organizations, commer- 
cial clubs, fraternal societies, Rotary 
and Kiwanis clubs, and many others 
of a like nature. 

“Out of 312 commercial clubs in 
one group investigated, only 12 had 
a system of operation and were fol- 
lowing it out. The plan of combin- 
ing the efforts of the various clubs 
would not only help the dealers, but 
would better the entire community. 
The farmer has had helps of every 
description for the past few years 
and shows the results of this type of 
assistance. It is now time that the 
merchants in every line have the 
same amount of attention, and the 
communities will advance as a whole 
in proportion to the amount of as- 
sistance the merchants receive.” 

Edward Barr of The Farmer of 
St. Paul, told how closely this publi- 
cation is working with the hardware 
retailers of the state. In the past 
few years the dealers of the state 
have had pointed out to them the ad- 
vantage of subscribing to the paper 
in order to learn what goods the 
farmers of the community are read- 
ing about. The weak link in the dis- 
tribution of goods may have been the 
retailer in the past, but this will not 
be true in the future. 

In commemoration of the silver 
anniversary of the founding of the 
Minnesota Retail Hardware Associa- 
tion, those charter members who 
were present were requested to take 
chairs on the platform to receive 
souvenirs of the occasion. The 
souvenir was a pair of cuff links, the 
design of which is the emblem of the 
national association. Many of the 
charter members were present, and 
the stage of the auditorium presented 
a spectacle worth remembering. M. 
D. Hussie, past president of the na- 
tional association, was chosen to make 
the presentation of the souvenirs 
to the representatives of the firms 
of the charter members. He gave a 
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very appropriate talk, congratulating 
them on behalf of the national asso- 
ciation and the State association on 
attaining so notable a position in the 
history of the hardware business, 
The links, he said, are emblematic of 
their loyalty to the association. 


Report of National Convention 


M. D. Hussie’s report of the na- 
tional convention was very compre- 
hensive and complete. He reviewed 
the talks of the various speakers, giv- 
ing comments on them as he went 
along. The advice of one of the 
speakers for the members to go 
home, liquidate, limit credits and 
have their stores ready for the down- 
ward revision in prices, appealed to 
him, and he had followed the advice 
in his own business. 

The question box, which had been 
crowded out of some of the other 
sessions, was then taken up. The 
members were given the choice of 
the questions on the printed list, and 
a lively discussion followed. Ques- 
tions considered were: 

What are the benefits of a discount- 
for-cash plan? 

Would it be advisable for the small- 
town merchant? 

What effect would it have on a mer- 
chant’s trade if competitors refused 
to work with him? 

Is there a solution for the co-op- 
erative store competition? 

These questions brought up several 
others, all of which received a thor- 
ough discussion, bringing out many 
interesting angles of the local situa- 
tions of the various retailers. 


Election of Officers 


The annual election of officers took 
place in this session. The nominat- 
ing committee brought in its report, 
which was voted on and passed. 
Upon motion, the rules of the asso- 
ciation were suspended and the sec- 
retary instructed to cast a unanimous 
ballot for the nominees. The men 
elected and the offices they hold are 
as follows: 

W. H. Ryan, Little Falls, presi- 
dent; E. Houghtaling, Fairmont, 
vice-president; N. E. Given, Bemidji, 
J. A. Monson, Braham, and H. Addi- 
son, Marshall, directors for three 
years. National delegates are: H. 
C. Hertz, St. Paul, alternate, J. C. 
Stuhlman, St. Paul; George Panion, 
Spring Valley, alternate, William 
Simms, Minneapolis; J. O. Smith, 
Deer Creek, alternate, John Griebler, 
Alexandria; Mr. Lucas, Litchfield, 
alternate, John Grahek, Mora; T. C. 
Nolan, Pine Island, alternate, Bert 
Gillespie, Jackson. 

The question box was resumed and 
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The Answer Is *“*Work’”’ 


two roads—one to continued success, the other to failure. One leads uphill, with a 
grade that spells work. The other has a down grade adapted to drifters. 


ras business of retail merchandising has come to the parting of the ways. It faces 


q As merchants we have passed through the-halcyon days when buying was in the saddle 
and selling slept. We must face facts as they are. The methods of the past five years will 
not bring success during the years ahead. There have been radical changes in conditions 
which must be met with radical changes in the methods of merchandising. 

q From this time on the merchant who succeeds must both work and think. He must 
plan to increase his volume and his turnover. He must sell and keep on selling, because 
both volume and turnover depend absolutely on sales. 


q Profits are never made until merchandise is converted into cash, regardless of how well 
that merchandise is bought. Goods are sold only when customers know what they are, and 
where they are to be obtained. The merchant who does not take the public into his con- 
fidence regarding his merchandise will never gain the confidence and custom of the public. 
q Every successful hardware store is a wireless station charged with selling force. Every 
item of merchandise is a point of contact carrying the current of sales to the customer. 
It is always easier to sell more items to the customers you already have than it is to create 
new customers. 

q With inventory out of the way the road to progress is clear. Take all declines as they 
come through, and let the public know that you have taken them. Clean house. 

gq Dig up the old shelf worn merchandise—the goods that do not move freely—and put 
a price on them that is sure to move them. It is better to get a real dollar now to reinvest 
than it is to pay interest on dead stock. 

q When your customer learns that his dollar will buy more now than when he started his 
buying strike, his natural desires will assert themselves and business will again move 
forward. 

q Carry a complete range of stock. Don’t overstock, but be sure to carry those things 
your customers want and have a right to expect you to have. Then advertise to make 
sure you get full credit for the service rendered. 

q Educate your clerks to sell merchandise. Teach them that their value to you and to 
themselves depends not upon the orders they fill, but upon the goods they actually sell. 
q Advertise. Tell the people of your community a human interest story of your merchan- 
dise and your service. Start something, then keep it going. Increase the time you are 
selling, and cut down the time when you are not. 

q Make your show windows talk to the public. The people who pass your store do so only 
because they do not know that you have something they want. Invite them in with sensi- 
ble selling displays, changed regularly. 

q Be a merchant again. Forget the time you were an order taker, a plunger or a specu- 
lator. Eliminate waste. Work and get your employees to work with you—not for you. 

q Cut out fear and worry. They only hinder progress. Get a grip on your reserve 
courage and start a business offensive. Faint heart never won a fair profit. 

Consider the hen. She doesn’t stop scratching when worms seem scarce. She knows they 
have only gone down into the soft earth beneath the surface crust, and she goes down after 
them. 

q There is plenty of business that only needs going after. Intelligent work will win to- 
day just as it always has. 
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Demand Prompt Repeal of Excess Profits Tax 


National Chambers of Commerce Reports Views of Business 
Men—Wide Difference of Opinion As to Substitute Tax Levies 


WASHINGTON, Feb. 28, 1921. 


STENTORIAN demand that is 
practically unanimous for the 
repeal of the excess profits tax 
has been made by the National Cham- 
ber of Commerce in a referendum vote 
of the 1400 organizations of some 700,- 
000 business men which make up its 
membership. But while there is sub- 
stantial unanimity on thé subject of 
wiping out this obnoxious and illogical 
war-time tax, the membership is far 
from a unit in recommending sub- 
stitutes which are to provide the 
revenue that will be lost if the excess 
profits impost is removed. 

Under the Chamber’s referendum 
system a two-thirds vote is necessary 
to carry; hence, while the majority of 
the membership favor certain projects 
few of the important subjects embraced 
in the Chamber’s fifteen proposals for 
changes in the present method of 
Federal tax levies were adopted. A 
considerable majority voted against an 
increase in income taxes, while by a 
closer margin the substitution of a sales 
tax of any form was rejected. 


How the Vote Stood 


The propositions submitted and the 
vote on each follow: 

1—The excess-profits tax should be 
repealed —for, 1718; against, 44. 
Carried. 

2—Revenues now derived from the 
excess-profits tax should be obtained 
mainly from taxes on incomes—for, 
571; against, 1004. Not carried. 

3—There should be excise taxes upon 
some articles of wide use but not of 
first necessity—for, 1217; against, 504. 
Carried. 

4—Should a sales tax be levied in- 


A 


By W. L. CROUNSE 


stead of the taxes mentioned in propo- 
sitions 2 and 3?—for, 704; against, 855. 
Not carried. 
5—Should a sales tax be levied in ad- 
dition to such taxes as are mentioned 
in propositions 2 and 3?—for, 763; 
against, 894. Not carried. 
6—Members voting in favor of ques- 
tion 4 or question 5 are requested to 
indicate the type of sales tax they 
advocate: 
a—A general turnover tax—for, 
§11. 
limited turnover tax—for, 
180. 
c—A retail sales tax—-for, 541. 
7—There should be a moderate and 
graduated undistributed earnings tax 
of corporations—for, 640; ‘ against, 
1063. Not carried. 
8—Each individual stockholder of a 
corporation should pay his own normal 
tax—for, 693; against, 975. Not 
carried, 
9—Income from any new issues of 
securities which may lawfully be made 
subject to Federal tax should be tax- 
able—for, 1386; against, 275. Carried. 
10—American citizens resident abroad 
should be exempt from the American 
tax upon incomes derived abroad and 
not remitted to the United States— 
for, 1252; against, 456. ‘Carried. 
11—Profits arising from sales of 
capital assets should be allocated over 
the period in which earned and taxed at 
the rates for the several years in the 
period—for, 1411; against, 243. Carried. 
12—An exchange of property of a 
like or similar nature should be con- 
sidered merely as a replacement—for, 
1547; against, 142. Carried. 
13—Net losses and inventory losses 
in any taxable year should cause re- 
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determination of taxes on income of 
the preceding year—for, 1350; against, 
323. Carried. 

14—Ascertainment by the Govern- 
ment of any tax based on income should 
precede payment—for, 1215; against, 
479. Carried. 

15—Administration of income taxa- 
tion should be decentralized—for, 1321; 
against, 390. Carried. 


Excess Profits Tax Must Go 


The vote makes it clear that busi- 
ness men are united in their view that 
the excess profits tax hampers busi- 
ness operations and retards the prog- 
ress of readjustment. Among the ob- 
jections to the tax, as pointed out by 
tlie committee, are that it produces 
inequities; that it is difficult of ad- 
ministration; that price reductions will 
decrease revenues from this source, 
and that the tax encourages extrava- 
gance, 

A striking reaction was shown in the 
vote against increasing income taxes. 
It was obvious to the voters that such 
increases would fall on the middle 
class of incomes, since little more can 
be derived from smaller incomes, and 
because taxes already are so high on 
the larger incomes that those receiv- 
ing large incomes are investing in tax- 
free securities and thus defeating the 
purpose of the tax. 


Injustice of Excise Taxes 


The weak point in the national 
chamber’s referendum, so far as its 
influence with Congress is concerned, 
is the fact that its recommendation for 
the imposition of taxes on special in- 
dustries will encounter the desperate 
opposition of producers whose goods 
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are suggested for taxation. The recom- 
mendation that excise taxes be put on 
“some articles of wide use but not of 
first necessity” revealed slightly more 
than the two-thirds vote necessary to 
carry. But it hardly need be said 
that the industries, which are thus put 
forward for taxation by business men 
who do not happen to make the prod- 
ucts upon which it is proposed to levy, 
will fight to the last ditch against this 
feature of the program which may 
ultimately cost the chamber a large 
slice of its membership. 

Excise taxes are always unjust taxes. 
The manufacturer who produces house- 
hold furniture, agricultural implements, 
etc., may be perfectly willing to vote 
an excise tax on the wares of the 
producers who make soaps, dentifrices, 
shot guns and automobiles, but these 
latter producers are fully justified in 
calling attention to the fact that they 
are equally employers of American 
labor and capital, and pay income taxes 
and all other equitably distributed 
levies. 


“Luxury” Taxes Should Be Paid By 
Consumers 


Why certain manufacturers should be 
singled out for special burdens on the 
score that while “articles of wide use” 
they are “not of first necessity,” it is 
difficult to understand. In any event, 
the tax should fall directly upon the 
consumer of so-called luxuries and not 
upon the men who employ capital and 
labor in their production. 

By the way, I never could understand 
the theory behind the tax on manu- 
facturers who produce soaps, and upon 
dentifrices, etc. Uncle Sam _ spends 
millions of dollars annually in teach- 
ing personal cleanliness, and especially 
the care of the teeth, and then makes 
a waste of every dollar of this money 
by placing obstructions in the way of 
cheaper soaps and tooth pastes. A 
private citizen who would do such a 
thing would be promptly haled by his 
family before a commission de lunatico 
inquirendo, 

That a big majority of the members 
of the national chamber voted against 
any form of sales tax is one of the 
most significant features of this refer- 
endum. 

Organizations voting for the sales 
tax were asked to indicate whether 
they preferred a general turnover tax, 
a limited turnover tax, or a retail sales 
tax. Few voted for a limited turnover 
tax, and as between a general turnover 
tax and a retail sales tax, a small ma- 
jority favored the latter. 


Chamber’s Committee Opposed Sales 
Tax 


The committee submitting the report 


itself opposed the sales tax, but put the. 


proposition to vote because of the wide 
interest in proposals that have come 
from a number of quarters for a tax 
of this nature. The referendum, as it 
went out to members, contained the 
best arguments that have been made 
both for and against the tax, but doubt- 
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less the prejudices of the committee 
were reflected in the suggestions offered 
and carried weight with the member- 
ship. 

The vote against the sales tax is 
notable in view of the strong agitation 
that has been going on throughout 
the country for some form of this kind 
of levy. Arguments for the tax, as 
contained in the referendum, held that 
the difficulties of administration of the 
tax would not be so numerous as in 
administration of the excess profits tax; 
that it would have great practical value 
in that the business man would know 
exactly what he must turn over to the 
Government, and that under it fewer 
persons would escape taxation. 

Objections pointed out were that a 
turnover tax would be extremely diffi- 
cult of administration and that it would 
be pyramided; that it would work to 
the advantage of larger industrial es- 
tablishments and that it would be un- 
fair to the persons at the bottom of 
the economic scale on whom it would 


fall disproportionately heavier than on - 


those who enjoy a wider margin be- 
tween income and necessary expendi- 
ture; and, finally, that there were legal 
difficulties in the way. The committee 
seems to have soft-pedalled on the de- 
sirability of a small ultimate gross 
sales tax which could not be pyramided. 


Against Higher Corporate Taxes 


Two other propositions voted down 
were that there should be a moderate 
and gradual undistributed earnings tax 
on corporations and that the each in- 
dividual stockholder should pay his 
own normal tax. On the first a ma- 
jority of the committee submitting the 
report suggested that such a tax would 
equalize taxes as between corporations 
and partnerships, and that at the same 
time the Government’s revenues would 
be increased. 

In the proposal to do away with 
collection at its source and assess in- 
dividual stockholders, the Government 
would receive also a bigger return, be- 
cause_most stockholders would have to 
pay higher surtaxes. The small stock- 
holder, however, might escape some 
taxes. 

The committee’s recommendation that 
future security issues should be sub- 
ject to income tax, where this may be 
possible legally, was supported by the 
statement that persons with large in- 
comes are led by the present unduly 
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high surtaxes to invest in these securi- 
ties because of their tax exemption 
features, to the public detriment. 

Exemption for American citizens 
resident abroad from taxes on income 
derived in a foreign country and kept 
there was recommended by the com- 
mittee on the ground that under the 
present law they are placed at a dis- 
advantage in competing in business 
with citizens of other countries. 

The committee declared that the 
present law taxing increment in value 
of property when sold as income, proves 
an obstacle to business transactions. 


Exchanges Should Be Considered Re- 
placements 


Holding that an exchange of prop- 
erty of a like nature should be con- 
sidered merely as a replacement, in- 
volving no gain or loss, the committee 
advised amendment of the law in this 
respect, but suggested safeguards 
should be made, against evasion, of tax 
through simulated exchanges. 

The committee’s recommendation that 
losses in the present and future years 
should be deductible from net income 
of the preceding year, and a redeter- 
mination of taxes made was called 
forth by the fact that Congress 
evidently believed business readjust- 
ment would have come about before 
1920, and thus fixed January first of 
that year as the period of limitation. 
The rigidity of the law has already 
led to hardships. 

The committee’s proposal that the 
Government should ascertain the exact 
amount of income taxes before pay- 
ment is made, was based on the fact 
that no matter how conscientious a tax- 
payer may be, he at present never 
knows when he is through. If a Treas- 
ury ruling is revised new assessments 
may be made, 

Under the present law, the taxpayer 
makes payment of a tax which he 
assesses on himself. He then waits 
for years to see if he paid the correct 
amount of taxes. 

The final ‘recommendations of the 
committee that administration of in- 
come taxation should be decentralized, 
was held to be necessary because of the 
great inconvenience occasioned by the 
fact that so many taxpayers have to 
journey all the way to Washington to 
take up taxation matters when they 
should be able to take them up in their 
own districts. 


No Ruling Against Price Guarantees 
§ Ag 


HE Federal Trade Commission has 

decided that the expressions of 
opinion on the part of prominent busi- 
ness men, drawn out at the recent con- 
ferences respecting the propriety of the 
widespread practice of manufacturers 
in guaranteeing wholesalers and retail- 
ers against declines in prices of mer- 
chandise, are too divergent to warrant 
either a general order forbidding the 
practice, or even a special denunciation 
of any kind. Instead, the commission 
will consider all complaints against this 


practice on their individual merits, a 
policy that will probably result in very 
few prosecutions. Following is the 
commission’s official announcement on 
the subject: 

“The commission received so many 
complaints about the practice of manu- 
facturers in guaranteeing commodities 
in the hands of wholesalers against 
decline in price, that an extensive in- 
quiry was made, resulting in expres- 
sions from more than three hundred 
and fifty manufacturing and selling 
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concerns, including trade associations 
whose represented membership must be 
more than double the number of in- 
dividual statements. From the scope 
of the inquiry and the number and 
variety of replies, the results shows 
may be taken to be fairly representative 
of the difference in business opinion 
on this subject. 

“The Federal Trade Commission, 
therefore, will consider each case of 
complaint of this character upon the 
facts shown in the specific case, apply- 
ing the legal tests thereto. 

“This action involves neither approval 
nor disapproval of the economic sound- 
ness of the arguments advanced before 
the commission for and against this 
practice.” 


A Cheering Business Outlook 


A slow but steady improvement will 
be noted in business conditions from 
this time forth, according to Chairman 
A. W. Douglas of the Committee on 
Statistics and Standards of the Cham- 
ber of Commerce of the United States. 
This is the most optimistic report thus 
far issued by this committee. 

“The most convincing evidence that 
we are on the high road to recovery,” 
Mr. Douglas says, “is found in the 
universal report, brought by traveling 
salesmen from every section of the 
country, of steadily growing sentiment 
that ‘business will be better in the 
spring’—not a sudden return to pros- 
perity, which is neither likely nor de- 
sirably, but a slow and natural working 
out of those processes of liquidation 
which are now in full operation. 

“There are few who are more re- 
sponsible than these same traveling 
salesmen for the growth of this healthy 
sentiment, which in effect is the recog- 
nition of the inherent soundness of the 
situation, and that the remedies for it 
lie largely in constructive action. Not 
only is the sentiment improved, but 
there is definite increase in the volume 
of business done. It is not a very great 
increase, but, as Mercutio says, ‘ ’Twill 
do,’ for it forecasts the beginning of 
better days. 


Bankers Are Loosening Up 


“Farmers are gradually bringing 
their produce to market. Bankers are 
slowly ‘loosening up’ and extending to 
farmers and dealers money and credit, 
the two vital factors needed to restore 
the situation. In the tobacco districts 
of Kentucky, where the deadlock be- 
tween sellers and buyers seemed un- 
breakable, there are increasing reports 
of agreements made and sales con- 
summated. 

“Despite the general story of farm- 
ers withholding their products, there is 
daily a steady stream of grain and 
livestock coming to market, not in full 
volume, but enough to assist in alleviat- 
ing the situation. Shipments of early 
fruits and vegetables from California 
and the South are running heavily, 
some 10,000 cars per week, thus dis- 
tributing much-needed cash among 
growers. Caution and conservatism 
are still universal among merchants 
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in buying, and most orders are re- 
stricted to immediate wants for keep- 
ing up assortments. 

“Out in the world of cold, hard facts, 
few take’ much stock in the current 
prophesies of the coming of a new 
prosperity at any specified date. Nor 
yet in those mystic charts which fore- 
tell when declines will cease, and busi- 
ness resume its upward march, 


Some Prices to Go Lower 


“It is perfectly obvious that prices 
have not reached bottom in all lines, 
and even a Wall Street lamb does not 
buy heavily on a falling market. The 
general thought inclines to early 
spring, March or April, as the date 
when distinctly definite improvement 
will set in, though in many parts of 
the cotton belt the belief is that June 
is early enough to expect a decided 
change. 

“Scarcely any, however, believe that 
present conditions will prevail through- 
out the year. All are agreed that the 
only way to hasten matters is by the 
general exercise of the homely virtues 
of hard work and economy. 

“The South intends to illustrate this 
theory in a very practical fashion 
this year, by raising the cheapest cotton 
crop in years; a crop grown on a ‘corn 
meal and syrup’ diet system of expense. 
Also farm labor. everywhere will be 
cheaper this year and improved farm 
machinery is decreasing the cost of 
production and increasing efficiency per 
man. 

“The present distressful situation 
brings into vivid relief the inherent 
and fatal weakness of one-crop coun- 
tries—cotton and tobacco as _ salient 
examples—and how they fail their 
growers in time of tribulation. The 
saving grace of the situation to-day 
consists in the revenue producing ca- 
pacity of the numerous factors in the 
diversified farming sections where live- 
stock (especially hogs and poultry) and 
dairy products are furnishing ready 
cash to the farmer and helping him 
liquidate his obligations. Fortunately 
the South has progressed a long way 
towards diversification since the last era 
of low-priced cotton. 


A Colossal Industry 


“The tremendous importance of the 
dairy industry may be gathered from 
the story of its annual productions. Ten 
billion gallons of milk, 1,500,000,000 
pounds of butter, and 800,000,000 
pounds of cheese. To these must be 
added its hundreds of millions of dol- 
lars invested in dairy cows, buildings, 
land and supplies. ‘ * 

“Production is now, and will continue 
to be, the dominant factor in the busi- 
ness situation. Yet it must be accom- 
pained by intelligent forethought as 
to adequate distribution of the thing 
produced. Last summer a large pro- 
portion of the garden truck crop in 
a section of the Rio Grande valley was 
a dead loss to growers because of lack 
of cars. Somewhere there has been a 
lack of co-ordination between produc- 
tion and transportation. 
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“A recent expression of opinion by 
a number of representative business 
men throughout the country brought 
out the significant fact that they were 
not so much concerned about the prob- 
lems of labor, material, prices, trans- 
portation and collection on the whole, 
as they were with the question of 
sales. In other words, when demand 
starts up the whole tangled economic 
skein will begin to unwind as in the 
nursery rhyme when the butcher be- 
gan to kill the ox, and the ox began 
to drink the water, then the pig at 
the other end began to get over the 
fence, and the woman got home that 
night. 


More Work and Less Idleness 


“While unemployment is still large, 
there is more work and less idleness 
on the whole in industrial sections. 
The lessened production in manufac- 
turing has naturally resulted in de- 
creased output of coal. Also in the oil 
fields, there are falling prices accom- 
panied by cutting down the output. 

“While building is practically at a 
standstill throughout the country, save 
in Los Angeles and around Palm Beach 
and Miami, there exists the general 
expectation in nearly all sections of a 
revival in the early spring, somewhere 
around the first of April, provided cer- 
tain contingencies obtain, namely, lower 
costs of labor and the assurance of 
steady efficient work, lower costs of 
building material, and greater ease 
and certainty of obtaining loans from 
banks on construction work. The 
nature and extent of building during 
this year will depend almost entirely 
upon the extent to which these factors 
prevail. There will probably be more 
building in the cities than in the towns 
and less in the country than in the 
urban districts.” 


Mr. Foster with Laun-Dry-Ette 
Company 


F. C. Foster, since 1916 sales man- 
ager of the Buckeye Electric Division, 
National Lamp Works, Cleveland, has 
just assumed the position of director 
of sales with the Laundryette Manufac- 
turing Co. of that city, makers of the 
Laun-Dry-Ette. 

Mr. Foster had been with the Buck- 
eye organization for years. Starting 
as a salesman he was later appointed 
manager of their Pittsburgh office. He 
came to Cleveland in 1916 as sales man- 
ager. He is well known throughout 
the electrical industry, particularly in 
the country home lighting plant field. 

The death of W. H. D. Totten, secre- 
tary of the Stewart Iron Works, Cin- 
cinnati, Ohio, occurred recently. 


The Patent Novelty Co., Fulton, IIl., 
have added another mail box to its line 
of goods. 


The Hilo Varnish Corp., Brooklyn, 
announce the addition to its sales force 
of W. H. Ellis and C. B. Clarke. 
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Solving the Gift Problem—A Dollar 








Day Ad—Electric Washer 


Talk That Sells the Goods —Featuring the Bargain Prices 


Gifts Are Made the Year ’Round 
No. 1 (3 cols. x 12 in.) 


Sometimes a hardware dealer for- 
gets that gift-giving is a pastime al- 
ways in season. There are more occa- 
sions for gifts than you can shake a 
stick at. If we put them all down 
here, one after the other, you would 
realize that it pays to play up gift- 
giving as has the Nichols-Chapman 
Hardware Co. of Rutland, Vt., in the 
reproduced announcement. 

The company has selected Pyrex to 
solve the gift problem and offers a 
set of Pyrex through a unique club 
plan. The customer pays $1.87 dues 
as a down payment, and then pays $1 
weekly for 9 weeks. Surely an easy 
way to buy something that will give 
any housewife the greatest pleasure. 

We would also have indicated in this 
ad that Pyrex possessed another strik- 
ing advantage as an item for gifts, and 
that is one could make several gifts 
of Pyrex from time to time with the 
feeling that the recipient was thus 
enabled to gradually build up a com- 
plete assortment. 

The Nichols-Chapman ad is a very 
fine example of correct typographical 
display. It is attractive, clean-cut, easy 
to read and, in fact, it is as close to 
100 per cent as we ever expect a lay- 
out to register. The adman who pre- 
pared it deserves a lot of praise for 
his efforts. 

Suggestion for $ Day 
No. 2 (8 in. x 10 in.) 

The “Dollar Day” circular put out 
by the American Hardware Stores, 
Inc., of Bridgeport, Conn., is well worth 
looking over carefully. The layout of 
this circular is good. Items in dif- 
ferent departments are made instantly 
readable by means of the black-face 
“hanging indentions.” The use of the 
heavier face type for the prices lends 
a compelling interest to the circular as 
a whole, and makes the recipient eager 


to go over each item in any depart- 
ment which engages his interest. 
“Dollar Days” seem to be growing 
more and more popular, and it would 
be a good plan to file away the infor- 
mation which we are providing you 


from time to time on dollar-day sales. 
You may need it sooner than you ex- 
pect. 

Featuring Popular-Priced Washer 
No. 3 (4 cols. x 12 in.) 


The Young Hardware Co., Bellevue, 
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THE STORE THAT DOES THINGS 





WASH BOILERS 


No. 8 Copper 36.50 ; 
No. 9 Galvanized $3.10 No. 20 — ° 
No. 30 
GARBAGE CANS 
Government purchase 
Latge strong can worth $4: 
our price aliaaaemaeel 
our price 
SCRATCH FEED 
“Blue Ribbon, per lb de 
100 Ib bags — $3. 


SWEAT PADS 
Red and Yellow, eath —._.75¢ 


We are offering many Bargains in 


HARDWARE 


MEAT CROCKS 
5 galipns 
10 gallog 
20 gallon —.. 


DAZEY CHURNS 
Suitable for one or two cows 
$2. 


FOOD CHOPPERS 


A government purchase. 
$2.00 Regular $4.00 value 


CHEMICAL TOILETS 


50 No. 101 Special 
No. 120 Special 


O CEDAR MOPS 


$1.65 
$3.30 
$2.50 $7.50 
BARLER OIL HEATERS 
The heater that never goes 
¢ wrong reduced to $10.00 
2.00 
WINDOW VENTILATORS 
Small size “ 50c 


$13.50 Large size " 75e 


$20.00 
LANTERNS 
Job lot at —____._.___e each 


IVUHVHUVVV AANA LTA TT OTR 


‘BIRD CAGES 
‘We have a good assortment. 


AXES 
Best quality axes and 
good handle rience 
MITTENS 
A good cloth mitten _.. 25¢ 


GLOVES 
Brown canvass gloves 15 
2 pairs for —. __. 25 
TOILET PAPER 
' 


ee a 


THEE-IN-ONE OIL 


Small bottles — > 15¢ 
Large bottles _._______ 25e 
Factory bottle i ___.._60¢ 
Qe —...........____ 8 


BARBED WIRE 
4 point Thick set painted 5c lb 


POCKET KNIVES 
2 bjades with chain + __75¢ 
FOOD COOKERS 


Cope body and Galvapized 


$1.00, $1.25, $1.50, $1.75 each 


O’CEDAR OIL 
Small bottles, cach 25e 
Medium bottles, each .___50c 
Large bottles, each — $1.25 


BUTCHER KNIVES 
6 in Beech handle _.___. 25 
A better knife for —.____50c 


GILLETTE SAFETY RAZORS 


Government purchmse $5.00 
$3.00 


RAZOR STRAPS 
The “Presto” finest strap in the 
world, 
No. 157 — 
No. 226 - 


— $1.50 
$2.00 
MOUTH ORGANS 
Very fine stone. 
Small size - = 
Large size .—_____.__._ We 
STOVES AND RANGES 


We have some good proposi- 
tions in Second Hand Stoves 
and Ranges. 


DOVER ELECTRIC SAD IRON 
$7.50 grade, our price___$6.00 


HORSE BRUSHES 
A government purchase 
A good leather back brush 50c 


HORSE BLANKETS 


We are making big reductions 
in the price of blankets. 


HORSE COLLARS 
We have a good asgortment. 


SALT 
We have a fine grade for stock 
and salting meat 


COBBLER SETS 
The Economy ——..79¢ set 


VICTOR TRAPS 
No. 1 with chain ______.$1.80 
No. 1 1-2 with chain 
per dozen _______ $3.00 
No. 1 with chain, ’ 
per dozen —.._.__ $1.80 


ELECTRIC WASHERS 
Nineteen Hundred Tub 
Washer, special _____ $68.50 
Eden Cylinder Washer $151.50 
Eden Cylinder Speci 
Washer —______. $115.50 


Ballintine Hardware Co. Buffalo St., Warsaw N. Y. 


Bargain offers in abundance 
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easy for the reader to run his eye up 
and down the columns. 

There is just enough running com- 
ment before the price is quoted to fur- 
nish the reader with some idea of the 
character of~ the item that is being 

wens, Seuane, © Sra nt woth ep enpeene offered at a bargain price. 
ACCEPTED IF RECEIVED ON OR BEFORE FEBRUARY 1. . Our only criticism of this ad is that 
iN OUR BUILDERS’ pectnsegstrabscrarte DEPT IN OUR AGRICULTURAL DEPT we feel that the prices should have been 
nish 15 Ibs. Chie Chuk for printed in a heavier-faced type than the 
for Wn 2 tbs, Scratch Feed for descriptions. Otherwise, we think the 
“ter Collar Windows, uses Hp ad is a very well handled bargain an- 
ass, Antique Copper, Bronze 109 Chichen Leg ) nouncement, 
1 fb. box Louse Killer’ + for 
erty White Diarrhea Remedy } 


5-Ib. pkg. Panacea 
box Rat Corn ) for 


Ss ) 
pkg. Insect Spray } ler 


Publicity Items 
bottle Disinfectant 

 Dilaking Eocee” dee Hartley’s Store News for the current 
1 Sexton Dry Mash Hopper month has arrived and it is filled with 
1 Comb. Grit, Charcoal & Oyster Shell Ibopper <i 

4 Wire Egg Nests good things. This breezy store paper 
1 Sedoren Metal Parcel Post Egg Box is published by the Hartley Hardware 


1 %-gal Can Dr. Hess’ Disinfectant 
1 


tic Tube Repair Outhts, $1.90 site for t Lats Wiser$ Lenters hh came tote Co., East Palestine, O. 

NT ae | 2s. Cow Te Oot Cha ii 
; i Bains ree price $175 - = cl ug 2. aan penaeton ig Howard’s of Mt. Vernon, N. Y., sent 
oun HOUSEWOLD G0008 DEPT ii aa a us some of their “eryptogram” ads 
i Brosh. eee which have proven successful. The 
ac wails as Gheee OF ania totes 
Household Thermometers . > id wi ots in ers, 
Gaeta &s Aveo Seep tars ‘ When proper letters are substituted for 
Compese Soiderng Ki eae wee Sin the dots, a message appears. A prize 
Jase Pe Benge are : of a pair of skates has been offered 
Five Oil Stones, worth $400, for ; for the current “crypt.” These crypto- 
hea grams are not easy and hence are at- 
aos . tracting a lot of attention. A prize 


is awarded to the first boy and girl 


American Hardware _Stores sending in correct solutions. Their 


INCORPORATED 
Fairfield Avenue and Middle Street 


mnogo whe AT LAST!: 


GAUNATUNUA TANYA ALNU ASEAN UNA UNDEEET a TA AAT TEUTAATANNENN WI LL 


AN 
Make-up for a successful $ Day is 
circular Electric Clothes 


Iowa, want to know what we think of 
their washing machine ad which is re- 
produced herewith. As a presentation Washer 
of a popular-priced washer, we think 
the advertising job has been exceeding- Does the Work of the $150.00 Washers 
ly well done. Within the Reach of ivwry Man’s Pocketbook 
The copy points out that this washer 
does the work of the more expensive ane oe mm 
types and while not perhaps equipped PRICE ¥ | ~~. PRICE 
with every convenience of the larger ; ris — 40 7, 
models, wringers, etc., it is an oppor- $ i - <4 @. 
tunity for the home of modest means 59 Pr se ee a 
to place its washing on an electric ee | J fii 
basis. . A ay TN 
The text explains every important COMPLETE) | | & ACS SR wenn 
point. It gives the sheet capacity of 
the washer, tells of the protection 


given moving parts, shows the con- Simple, —— and Safe % eeate 


struction is all-metal, etc., and details 
; : é 4 . Its linder Machine--6 sheef capacity 
the points which are most likely to —— ” 


interest the prospective purchaser. : 
The fact that the washer is shown Only four moving parts---all fully protected. Every single piece is metal that 
to be of a size adapted to fit in sta- will not rust. No wood to decay, warp or splinter. Most economical of all 
tionary laundry tubs is another very Electric Clothes Washers to operate. 
important point which adds strength and sterilized at the same time by placing the Universal Washer on kitchen 
to the appeal. range. 


strate to you. 





























Clothes, can, if desired, be washed, boiled 


More than pays for itself in four months. Come in and let us demon- 


A List of Bargain Offers 
No. 4 (4 cols x 12 in.) 

The Ballintine Hardware Co., War Can Furnish 32 It fits in 
saw, N. Y., decided to make cuts on a Volt Motor for Stationary Laun 
number of items throughout their store Farm Plants dry Tubs Also 
and the reproduced ad is the outcome 
of this decision. 

The items are arranged so that it is Good talk on popular-priced washers 
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names are published in the ad. We 
think this a great sales idea and sug- 
gest if you are interested further that 
you write William Ludlum at Howard’s 
for further details. 

« * * 


Bartholomew & Co., Michigan City, 
Ind., sent us a mid-winter pre-inven- 
tory sale ad which shapes up very well. 
A drive is made on aluminum ware, 
Pyrex, wash tubs and boilers and re- 
ductions of 25 per cent are offered. 

* * * 


The Ballantine Hardware Co., War- 
saw, N. Y., are making a great drive 
on “Pre-War Prices and Lower.” 
Large space is being used and the ads 
talk in the language best liked by 
those interested in sales—low prices. 
Low prices are scattered all over the 
ads and the items range from dish pans 
to auto robes and 3-hp. engines. 

«x a * 

Joplin Hardware Co., Joplin, 
sent us some very interesting 
which were used mostly during 
December. After looking these ads 
over carefully, we are convinced that 
they brought in the business for as ad- 
vertising examples, they are pretty 
close to 100 per cent. A single critic- 
ism is all we make and that concerns 
some poor-printing cuts used in one 
of the ads. The ads were prepared by 
D. E. Smith of the concern. 


Mo., 
ads 
last 


Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 192%. Troy 
Thompson, secretary-treasurer, Del- 
heart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon,  secretary-treasurer, 
Charlotte, N. C. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ As- 
SOCIATION CONVENTION, Atlantic City, 
N.J., May, 11,12, 13,1921. Hotel head- 
quarters, Marlborough-Blenheim. John 
Donnan, secretary-treasurer, Rich- 
mond, Va. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Ex- 
hibition, Atlanta, Ga., May 17, 18, 19, 
20, 1921. Walter Harlan, secretary, 
ng Grand Theater Building, Atlanta, 
a. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agrictural College. 
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an easy one, 


ONE PIE PLATE 
home, 
meat pies, sliced: ham 
bacon, 

Size §x11¢ in, 


ONE BREAD PAN 


Always useful, « 


for table use, 
Size 1814 oz, 


of these, 


each week for 9 weeks, 





The Gift Problem is Solved 
Now Mr. 


Our Pyrex Club makes that task of finding a suitable gift for wife 


JUST SEE WHAT YOU GET FOR $10.87 
MOUNTED CASSEROLE (Nickel Frame) 


In the Pyrex Casserole meat cook so thorough. 
y, 80 evenly, retaining every bit of savory juice, 
that a woman can use the cheaper cuts—cuts that 
she never thought of buying before. 
proud to serve them—Pyrex makes them so much 
more appetizing. It is hard to burn food cooked in 
Pyrex, because the heat is so evenly transmitted, 
This, too, saves the food. ~ 


They never come amiss in any 
Use them for pies, desserts, 
and baked 


For layer cake, sliced ham, baked or 
reamed eggs, tea biscuits, baked fruits, 
and escalloped vegetables, 


ven in case you do 
not make bread, Besides baking bread 
it is also used for loaf cake, meat loaf, 
jallied meats, puddings, baked fruits, 


Use it as a roaster, and for corn 


bread, meat loaf, creamed eggs, ete, 


ONE OVAL BAKING DISH 
This dish has many uses when only a 
small portion’is desired at a time, Handy 


SIX CUSTARD CUPS 


Always useful, no kitchen complete without a set 


Size 4 oz, Round, 
Step in the store today and sign up for a set, pay $1.87 cost dues, 


we will hold the set until you are ready for it, Then your dues are $1.00 


We Have Every Different Dish That is Made in Pyrex Ware, 


Nichols-Chapman Hdw. Co. 


Husband 


She will be 


TWO CAKE DISHES 


Size 842x1 mm, 





ONE UTILITY DISH 


Size 10%x64x2. 








A solution to the ever-recurring gift 
problem 


Mr. Censky’s New Position 
F, F. Censky, who for the past two 
years has been connected with the 
Traffic Motor Truck Corporation of 
St. Louis, being active in their New 
3usiness Department, has very recently 
been promoted to assistant advertising 
manager. 

Mr. Censky is well known in both 
advertising and automotive circles, and 
is very well adapted for his new duties. 


“Ty” Cobb, manager of the Detroit 
Ball Club, and “Chief” Bender, man- 
ager of the New Haven Ball Club, 
were recently tendered a joint banquet 
by the sportsmen of New Haven, at 


which time Mayor Fitzgerald of the 
Elm City presented Cobb with a Win- 
chester ventilated rib trapgun, the 
latest thing in gun craft. Bender was 
presented with one of these guns the 
day the New Haven ball park formally 
opened. 


Old Hardware Man Dies 


Charles W. Washburn, formerly of 
Natick and Boston, Mass., died recently 
at the home of his son, F. B. Wash- 
burn, in Winchester. Mr. Washburn 
was a native of Hancock, N. H., and 
was eighty-one years of age. He was 
in the hardware business in Natick for 
a long time, but retired some twenty 
years ago. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Feb, 28. 1921. 


T last New York and the sur- 
A rounding territory got the long 
expected snow storm. When the 
weather prophets predicted that this 
district would soon be the scene of a 
raging snow storm and, perhaps, a 
blizzard greater than any in years, 
there was much speculation on the part 
of wholesalers and retailers as to the 
effect it would have on winter hardware 
merchandise. Some were of the opinion 
that snow shovels would be sold quick- 
ly, that the jobbers would be cleaned 
out. And because of the difficulties of 
transportation that the storm would 
cause, manufacturers would be unable 
to ship stock into New York in time. 
It was also thought that sleighs wuuld 
be sold out and that the dealer would 
ask for more—what really happened 
was that the majority of dealers did get 
rid of all snow shovels at a good profit 
and fortunately were able to get more 
shovels from jobbers, particularly in 
the five boroughs of New York, as the 
storm broke Saturday night, and the 
Street Cleaning Department, with its 
modern equipment, had all day Sunday 
to make channels sufficient to keep the 
big city’s traffic moving. Sales on 
sleighs were pretty fair, but not as 
big as some expected. Jobbers had a 
few calls for this item, and were un- 
able to supply them, as the wholesale 
stock of sleighs was sold out months 
ago. Most retailers, if they got rid of 
the sleighs in stock, appeared to be 
content and made no attempt to re- 
order. 

There has been a noticeable decline 
in the number of price changes each 
week since the first of February, which 
it is hoped will assist in keeping the 
local markets firm. 

Several jobbers report that more 
business was done in February than 
in January, in spite of the fact that the 
former month had two holidays and 
was three days shorter than the first 
month of the year, whose only holiday 
was on a Saturday. Several retailers 
agree and say that their sales will be 
greater for the second month than for 
the first. 

HARDWARE AGE had the opportunity 
this past week to gather opinions from 





NEW YORK 


a large number of traveling whole- 
sale hardware salesmen and out of town 
retailers. The consensus of opinion 
among the road men was that the tone 
of business was actually improving 
daily, and that each week some improve- 
ment in sales is seen. The dealers 
from out of town said that they felt 
that business was getting a little better 
and they felt confident that slow, but 
sure, better times are coming. 

Bolts and Nuts.—The local stock of 
bots and nuts is at present adequate for 
the demand, which is fairly good. 
There have been no price changes dur- 
ing the past week. 





Common carriage bolts, all sizes, are 
quoted at 40 per cent. Machine bolts, all 
sizes, take a discount of 45 per cent. Coach 
bolts also take 45 per cent. 

Stove bolts, 70 per cent. Common tire 
bolts, 50 per cent. Sink bolts, 70 per cent. 

Hexagon machine screws nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent. Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent; copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 


Butts.—At present there is very little 
interest in this class of merchandise. 
Should there be much building in the 
spring a bigger business may be ex- 
pected. Stocks are pretty good. 


Narrow steel butts, galvanized, with brass 
pins furnished with screws, 1% in., $2.30 
per doz. pairs; same, 2-in., $2.40 per doz. 
pairs; same, 3-in., $4.15 per doz. pairs; same, 
4-in., $8.65 per doz. pairs. 


Farming Tool Handles.—Interest in 
farming tool handles is reported as 
being on the increase. Up to the pres- 
ent stocks have been adequate, and 
there seems no apparent reason why 
there should be any shortage. 


Hay fork handles, bent, 5 ft., $5 plus 5 
per cent; 6-ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. Long handle manure fork handle, 
$4.40 per doz. plus 5 per cent; wooden D 
manure fork handle, $6.90 per doz. plus 5 
per cent. Six-ft. rake handle, $6.20 per doz. 
plus 5 per cent. Shank hoe handle, $3.40 
per doz. plus 5 per cent. Spade handles, 
$7.10 per doz. plus 5 per cent. Malleable D 
spading fork handle, $5.75 plus 5 per cent. 
Wooden D spading fork handle, $6.90 plus 
5 per cent, 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
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Pick, sledge, hammer and hatchet handles 
are quoted discount plus 5 per cent. Axe 
handles, discount plus 60 per cent. 


Galvanized Ware.—Buying of sheets 
is done in very small lots in some of 
the lighter gages, but generally speak- 
ing, there is no business to be had. 
Galvanized ware is not much in demand 
either. Stocks in sheets and manufac- 
tured products are quite plentiful. 


Galvanized sheet is being quoted: No. 28 
gage, $6.50 to $7 per 100 lb. Galvanized 
pails, 8-qt., $5; 10-qt., $5.50; 12-qt., $6.25; 
16-qt., $8. Heavy 12-qt. pails, $8; heavy 
16-qt., $11. Wash tubs, No. 1, $15.20 per 
doz.; No. 2, $16.80 per doz.; No. 3, $20. 
All these prices are per dozen. 


Glass Drawer Knobs.—Very few 
glass drawer knobs are being sold at 
present, though stocks are very good. 
Prices continue and probably will for 
some time. 


Glass drawer knobs, bolt and nut, nickel 
plated, %-in., $2 per doz.; same, 1%-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, %-in., $2.50 per doz.; 
same, 1%-in., $3.10 per doz.; same, 1%-in., 
$3.40 per doz. Plain glass drawer knobs, 
brass mounting, iron screw, %-in., $2.50 per 
doz.; same, 1-in., $2.75 per doz.; same, 1%- 
n., $3.10 per doz.; same, 1%-in., $3.40 per 
doz. 

Lanterns.—Some jobbers have caught 
up on lanterns, though it cannot be 
said that they are plentiful. A good 
supply of lanterns could be sold very 
quickly, it is reported. 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14. 50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 

Leader Hooks.—The snow storm 
damaged many leaders which probably 
means that there will be a little more 
retail business in hooks, but it will not 
be noticed as stocks have been very 
good and there has been very little sale 
of this item for many months. Prices 
are firm, 

Leader hooks, wrought iron, plain, 2-in. 
pipe, 80c. per doz.; for 3-in. pipe, 95c. per 
doz.; for 4-in. pipe, $1.25 per doz., and for 
6-in. pipe, $1.65 per doz. Same, tinned, 
2-in. pipe, $1.20 per doz.; for 3-in. pipe, 
$1. 50 per doz.; for 6-in. pipe, $2.50 per doz. 

Linseed Oil.—There continues to be 
a fair amount of distribution to mer- 
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chants and consumers of small lots. 
Selling in general, however, continues 
to be very slow. It is absolutely im- 
possible to sell anything at all in the 
linseed oil line to those who were for- 
merly considered as large consumers. 
There was reported to be a slight at- 
mosphere of stability, but not enough 
to be considered as an indication of any 
radical change. 

Linseed oll, in carload lots, is quoted at 
67 to 70 cents according to seller. In less 
than carload lots, but more than 5 bbi., 
73 cents per gal. Less than 5 bbl., 76 cents 
per gal. Boiled oil is 2 cents extra, double 
boiled oil 3 cents extra. Oil in half bbl. 
extra 5 cents per gal. additional. 

Nails—A meeting of the American 
Steel Institute was scheduled for Feb- 
ruary 25. It is rumored that the chief 
topic to be discussed was the rumored 
price cutting reported from many 
sources in New York City. Most job- 
bers continue to quote wire nails at 
from $4.25 to $5, base price, per keg. 
It is said that a certain organization 
in this city gave out a quotation of 
$3.20. This seems ridiculous when most 
jobbers report.that they cannot buy 
in Pittsburgh at that price, much less 
give such a quotation in New York, 


For wire nails the prices range from $4.25 
to $5, base, per keg. For cut nails prices 
range from $6 to $6.50, base, per keg. 

Copper wire nails, 5 lb. to a box, 1 in., 
49c. per Ib.; 1% in., 48c. per Ib.; 1% in., 
2 in., 244 in., 3 in., 47¢c. per lb. Copper cut 
nails, 5 lb. boxes, 1% in., 50c. per lb.; 2 in., 
2% in., and 3 in., 49c. per Ib. 


Naval Stores.—There is a slight let- 
up in the dullness that has prevailed 
in naval stores in this locality, though 
buying is not much greater more inter- 
est is being shown, and it is hoped that 
some business will result shortly. 

Turpentine, on a yard basis, is available 
at 56 cents per gal. This is only a half 
cent cheaper than the prices of last week, 
or 8'n cents above the pre-war quotations 
in August, 1914. Rosin, on the basis of 28 
cents Ib. to a bbli., yard, all grades, with the 
exception of WG and WW, are quoted at 
$6.75. WG is 10 cents higher at $6.85 and 

is $7. 

Rope and Twine.—Rope continues to 
be a slow item, though prices are un- 
changed. Twine seems to be still hold- 
ing its own. 

Manila rope, 20 cents per lb. Sisal, No. 1 
grade, 15 cents per lb. Sisal, No. 2 grade, 
13 cents per Ib. Hardware grade, manila 
rope, 17 cents per Ib. Bolt rope, 24 cents 
per lb. Lath yarn, first grade, 12 to 17 
cents per lb. Jute twine, wrapping, best 
grade, 21 to 24 cents. India hemp twine, 
No. 6 grade, 17 to 20 cents. 


Office of HARDWARE AGB, 
1505 Otis Bldg., 
Chicago, Feb. 21. 


7 conspicuous change in the new 
price revisions is a decline of 15c. 
in the base price on common wire nails. 


The new base is $4. This change is 
made by the jobber and is not the re- 
sult of a new price from the manufac- 
turer, the Pittsburgh manufacturer’s 
base remaining unchanged. The Chi- 
cago nail price has been lower than 
that in other jobbing centers in the 
middle west for some weeks. Usually, 
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Screws.—The local supply of screws 
is sufficient for the needs of local 
dealers, as there does not seem to be 
much demand. In all but a few sizes 
screws can be obtained in large quan- 
tities. 


Assorted wood screws, bright, 12c. per Ib.; 
dowel screws, 1% in., bright iron, 38c. per 
gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 70 per cent 
and 20 per cent in gross lots, 70 per cent 
and 15 per cent in less than 10 gross lots; 
same, galvanized, 52%—15 per cent; round 
head iron screws, blued, 65 per cent and 20 
per cent in 10 gross lots; same, nickeled, 
55 per cent—15 per cent; round head brass 
screws, 57% per cent—15 per cent; flat head 
brass screws, 60 per cent—15 per cent; 
round head nickeled brass screws, 624% per 
cent—15 per cent; machine screws, iron, 
66% per cent; same, brass, 50 and 10 per 
cent; thumb screws, list plus 30 per cent; 
iron set screws, 6 in., 60 per cent and 10 
per cent; %-in., 60 per cent. 


Shovels.—The demand is very light 
and the stocks are adequate. There 
has not been, and probably will not 
ne, any price change for some time. 


Maynard pattern, No. 2 size, solid socket 


shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. tound point D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz; same, with square point, $15.78 
per doz.; Bakers’ shovels, black steel blade, 
riveted back, 6-ft. handle, $25 per doz.; 
same, with 8-ft. handle, $27.50 per doz. 

Stove Pipes.—The demand for stove 
pipes and the probability of any de- 
mand lessens daily, and the item will 
soon be considered as out of season. 
There probably will be no change in 
price. 

Black iron stove pipe, No. 28 gage, 12 
lengths to the bundle, 4-in., $2.75 per doz. 
lengths. Same, 5-in., 

Same, 6-in., $3.75 per doz. lengths. 

Elbows, black iron, No. 28 gage, 1 doz. to 
a bundle, 4-in., $2.40 per doz. Same, 5-in., 
$2.70 per doz. Same, 6-in., $3.35 per doz. 

Trowels.—Trowels are going good as 
are all garden tools. Stocks at present 
have been sufficient, and jobbers do not 
expect any scarcity. Prices are un- 
changed, and there is no reason to be- 
lieve that there will be any reduction 
this season. 

Heavy one piece steel blade, 5% in., haif 
polished and enameled maroon stained han- 
dle, $1.25 per doz. 6-in. tinned steel blade, 
black enameled handle, $1 per doz. 1 piece 
heavy gage cold rolled steel, 11% in. over 
all, blue finish, $2.50 per doz. English pat- 
tern, 6 in. forge steel blade, polished and 
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it is lower because of the proximity of 
mills and with this further reduction 
Chicago nail prices should prove very 
attractive. 

The general business situation is 
much better. Heavy demands are felt 
by the banks for commercial loans to 
take care of income tax payments. 
Real estate mortgages continue to go 
begging as bonds and short term notes 
carry higher interest rates. The clari- 
fication of the building trades alleged 
conspiracy is hoped for by hardware 
interests for it is thought the banks 
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in., $3 per 
full 


enameled, length ever all 13% 
doz. 6 in. solid socket, forge steel, 
polish, grip handle, $7.51 per doz. 

Wire Goods.—Wire coat and hat 
hooks now take a discount of 40 per 
cent, as do wire ceiling hooks. This is 
a slight reduction. There has been no 
other change in wire goods, and screen 
wire cloth continues rather scarce with 
local jobbers, so there has been no price 
change. 

Square mesh wire cloth, New York stock: 
2 x 2 mesh, $5.50 per 100 sq. ft.; 2% x 2% 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.75 
per 100 sq. ft.; 4 x 4 mesh, $6 per 100 sq. ft.; 


5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 mesh, 
$6.50 per 100 sq. ft.; 8 x $§ mesh, $7 per 100 


sq. ft. 
For 50 lineal ft. rolls, add lic. per 100 


sq. ft. 
Add 4c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed wire, galvanized in stones of 12 
lb. each, are quoted per 100-Ib. lots at: No. 
16 gage, $10.50; No. 17 gage, $11; No. 18 
gage, $11.50; No. 19 gage, $12.15; No. 20 
gage, $12.85; No. 24, $14. Same, plain, 
No. 16 gage, $7.50; No. 17 gage, $8; No. 18 
gage, $8.50; No. 19 gage, $9; No. 20 gage, 
$9.50; No. 24 gage, $11.50. 

3Zarbed wire is being quoted at $7 per 100 
lb. for both 3 point 4 in. and 4 point 6 in. 
tibbon wire is $8.75 per 100 lb. Twist wire, 
12 gage, is $7 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.; 
3 mesh, extra heavy, $5.35 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10.50 per 100 sq. ft. Poultry 
netting, f.o.b. New York, is 35 per cent off. 
Poultry netting staples in 100 lb kegs, $9 
per keg. 

P. S.—The Griffin Mfg. Co., Erie, Pa., 
unnounces a reduction of approximately 
10 per cent on strap and T hinges. 
This reduction is the first since early 
in December. 

Taylor Instrument Co., Rochester, 
N. Y., announces a decline of about 
20 per cent on thermometers. 

Iron Rivets are now subject to a 
discount of 45 per cent, a slight reduc- 
tion. Well wheels, 10 in., are quoted 
at $1.05 a piece net; 12 in. at $1.25 
each net. 

Perfection screen springs are now 
quoted for different sizes as follows: 
No. 2, 60 cents; No. 3, 70 cents; No. 4, 
75 cents; No. 5, 90 cents; all per doz. 
net. 

The Continental Co., Detroit, Mich., 
has recently sent out a letter to cus- 
tomers, in which it is stated that all 
distribution cars of the company are 
being released so that orders placed 
now will reach their destination in 
time, 


will be more willing to encourage build- 
ing when some of the restrictive prac- 
tises of contractors and labor bodies 
are curbed through the courts. 

Interest in spring merchandise con- 
tinues good. Seasonable goods are ac- 
tive but continue to move in rather 
small, but frequent volume. 

The paint market is uncertain, basic 
material prices showing some down- 
ward tendencies while others, such as 
lead, are strong. 

Automobile Accessories. 
in fair volume with prices 


Sales are 
identical 
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with those in the last issue of Mard- 
WARE AGE. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: DeLuxe long-handled standard jacks, 
$8.50 each; No. 1 standard jack, $3.25 each. 
Twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe spotlights, 
$4.00 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more than 
one dozen pair; Rid-O-Skid chains, $2 to 
$2.65 per pair; inner tubes, red, 30 x 3%, 
$2.50 each; gray tubes, 30 x 3%, $2.05 each; 
Lyon bumpers, $10.25 each; Bethlehem 
spark plugs, porcelain type, 36c. to 58c.; 
Hercules Giant, 55c. to 60c. each; Hercules 
Junior, 27c. to 35c.; Hel-Fi standard plugs, 
42c. to 52c. each; Hel-Fi tractor special, 
83c. to 97c. each; A. C. Titan plugs, 58c. 
each; A. C. Cico plugs, 48c. each; Splitdorf 
plugs, 70c. to 78c. each; United plugs, 
junior, 40c. each; Bethlehem spark plugs, 
special Ford type, quantities of 10 to 1500, 
46c. to 35c. each; standard porcelain type 
in same quantities, 56c. to 471%4c.; mica 
type, 78c. to 65c.; Champion X plugs, 5lc. 
each; Champion O plugs, 50c. each; Cham- 
pion Heavy Duty plugs, 58c. each. 


Axes.—Normal buying is reported 
and prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single bitted unhandled, first quality, 
black axes, 3 lbs. to 4 Ibs., $17.50 base; 
second quality black unhandled axes, $16.50 
base; handled axes, $3 to $6 extra accord- 
ing to grade. 

Alarm Clocks.—Goods remain in 
short supply and prices are firm. 

Builders’ Hardware.—Selling is not 
heavy, the season still being against 
heavy buying. Building prospects are 
considered good outside of Chicago city 
where there has been little activity in 
three years and where the banks and 
alleged trade conspiracies have seri- 
ously restricted new home or apart- 
ment building. The market is un- 
changed in price since the recent 10% 
declines. 

Chains.—No change since the 10% 
decline made known last week. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: *% in. proof coil chain $10.50 per 100 
Ibs.; Tenso, lock link and American Weld- 
less coil chain, 45 per cent off list. 

Clipping Machines.—Sales are good. 
Prices are unmoved. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Stewart No. 1 ball bearing horse clip- 
per, enclosed type list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 
list, $9. Discount on all above items, 25 
per cent. 

Cutlery.—All good grades are in de- 
mand and in undersupply. Nothing in 
the situation indicates any immediate 
price change. 

Eaves Trough and Conductor Pipe.— 
Carload business for spring needs is 
being solicited at the price announced 
for this season, some weeks ago. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 gage lap joint eaves trough, 5 in., 
per 100 ft., $5.70; 29 gage corrugated con- 
ductor pipe, 3 in., $6 per 100 ft.; corrugated 
conductor elbows, 3 in., $1.94 doz. 


Flint Paper—The market seems 
firm. No price revision in several 
weeks. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: First quality flint paper, No. 0, $5 
per ream; second quality, No. 0, $4.50 per 
ream; first quality emery cloth, No. 0, $30 
per ream. 

Files.—Prices are unchanged. Sales 
are frequent and of fair volume. 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 40-10-5 per cent off; 
New American, 50-10 per cent off;-Disston, 
50 — off; Black Diamond, 40-10 per 
cent off. 


Furnace Scoops.—Barn scoops are 
in demand, but little ordering of fur- 
nace scoops is reported. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $13 
doz.; riveted polished barn scoops, $18 doz. 

Galvanized Ware.—The sacrifice by 
jobbers of competition grades of gal- 
vanized tubs and pails is reported to 
have closed out most of their surpluses, 
but has now spread to some manufac- 
turers and although it is admitted that 
present prices show a distinct loss, for 
the manufacturer, no stiffening of 
prices is in evidence. 

Glass.—Manufacturers have orders 
on hand to keep them busy for some 
time and prices show firmness. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putty in 
100 lb. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, one doz. to 
a package, 85c. per pkg. 


Hatchets.—Sales are about normal 
with no new prices. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago; No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 
per doz. and up; warranted shingling 
hatchets, $17.35 per doz.; competitive forged 
hatchets, $10.25 per doz.: No. 20 claw ham- 
mer, steel handled, $6.50 per doz. 


Hammers.—Manufacturers are re- 
porting a continuance of good business 
in hammers. Jobbers say sales are 
good. Prices are steady. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago; No. 11% first quality shingling ham- 
mers, $15.50 per doz.; regular first quality 
16-oz. nail hammers, $14.75 per doz.; com- 
petitive grade nail hammers, $12 per doz., 
polished, and $8 per doz., galvanized finish. 


Handles Wood.—Prices continue 
strong, there being no appreciable 
change since 1920 quotations. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. , 


Hose.—The price is the same and 
sales are fairly numerous. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. good quality moulded reel hose, 
16%c. ft; %-in. 3-ply duck hose, good qual- 
ity, 16c. ft.; %-in. 4-ply duck hose, good 
quality, 18%c. ft.; %-in. 5-ply multiple 
hose, 14c. ft. 

Lanterns.—As previously announced 
there will be no price change this 
year, according to leading manufac- 
turers who maintain 1920 prices denied 
them any profit. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 Dietz cold blast lanterns, $14.25 
doz.; with large founts,-$15.75 doz.; best 
tubular lanterns, $9.25 doz.; Competition 
lanterns, No. 0 tubular, $7.86 doz. 


Lawn Mowers.—The country has 
been short on lawn mowers for two 
years and with normal business this 
season it is said there may be a mid- 
season _ shortage. Prices are un- 
changed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel mow- 
ers, $25.50 each; 17-in. Pennsylvania Junior 
mower, $27.20 each; 16-in. four-knife ball- 
bearing 10%-in. wheel mower, $12.60; 16- 
in. four-knife ball-bearing 10%-in. wheel, 
$10.85 each; 16-in, four-knife plain bearing 
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9-in. wheel mower, $9.45 each; 16-in. three. 
knife ball-bearing 9-in. wheel mower, $9.45 
each; 16-in. three-knife plain bearing 8-in 
wheel mower, $7.60 each. ‘ 


Nuts and Bolts.—We quote from jobbers’ 
stocks, f.o.b. Chicago: Large sizes carriage 
bolts, 40-5 per cent off list; small sizes, 40- 
10 per cent off; large sizes machine bolts, 
50 per cent off list; small sizes machine 
bolts, 50-10 per cent off; all stove bolts, 65- 
10 per cent off list; all lag screws, 50 per 
cent off list. 


Nails.—The leading jobber, without 
getting a lower price from manufac- 
turers, has voluntarily reduced the base 
on common wire nails from $4.15 to 
$4.00 f.o.b. Chicago. Pittsburg base 
prices remain the same. Some gen- 
eral jobbers in Chicago are maintain- 
ing a $4.25 price. The new base of $4, 
gives Chicago the lowest hardware 
jobbing nail price of any city in the 
middle west. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 base. 

Paints and Oils—Raw and boiled 
linseed oil shows an up turn of lc. a 
gallon on all packages. Turpentine is 
off 1c. a gallon and denatured alcohol 
has taken another sharp break, declin- 
ing to 7lc., from a previous mark of 
74c. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Linseed oil, less than five barrels, 85c. 
raw, 87c. boiled; more than five barrels, 
raw 80c., boiled 82c.; spirits of turpentine, 
barrel lots, 71lc. gal.; denatured alcohol, 
barrel lots, 71c, gal.; white lead in 100-lb, 
kegs, 13c. lb.; dry paste in barrels, 7c. 
lb.; pure white shellac (4-lb. goods) in gal- 
lon cans, $4 gal. 

Roller Skates.—Demand is_ good. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing roller skates, for boys, 
$2.55 pair; girls ball bearing roller skates, 
$2.65 pair. 

Rope.—Prices are unchanged. 

We quote from jobbers’ stocks, f.o0.b. Chi- 
cago: No. 1 manila rope standard brands, 
19%c. to 20%c.; No. 2, 18%c. to 19%c.; 
No. 1 sisal rope standard brands, 14%(c. to 
15%c.; No. 2, 13%c. to 14%c. 

Steel Sheets.—The market is steady, 
prices being unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28 gauge galvanized sheets, $7.10 per 
100 lbs.; 28 gauge black sheets, $5.75 per 
100 Ibs. 

Screws.—Stiff prices 
rule. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright, 70-20 per cent off 
list; round head blued, 6714-20 off list; flat 
head brass, 60-20 off list; round head brass, 
5714-20 off; japanned, 5714-20 off list. 

Solder.—Quotations are unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
25c. lb.; less than case lots, 27c. per !b. 

Sash Cord.—Manufacturers have a nice 
volume of business ahead of them and 
some makers are stiffening prices, 80 
jobbers look for no lower terms and 
say it is possible that present low 
levels may show an upturn. 

Stove Boards.—Prices have been 
fixed for the year. Materials have 
been contracted for and goods are 
being made up. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 24 x 
24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30 x 30, $21.30 per 
doz.; 33 x 33, $25.50 per doz.; 36 x 36, 
$30.50 per doz. 

Sash Weights.—Prices are the same 
as for several weeks. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Broken cars, $60 per ton, Chicag®% 
full cars direct from factory, $55 per ton, 
f.o.b. factory. 


continue to 
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Wheelbarrows.—S pring needs 
prompt buying at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $4 each; con- 
tractors’ steel tray angle leg barrows, $7 
to $9 each, according to equipment; angle 
steel leg garden barrows, $6.50 each; No. 4 
tubular barrows, $8 each. 


Washing Machines.—Inquiries are 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Feb. 26, 1921. 
HE retail hardware business is by 
no means brisk, and yet a fairly 
large volume of goods is being sold 
over the counter throughout New Eng- 
land from day to day, when the com- 
bined sales are footed up. This claim 
is substantiated in the bookings by 
local jobbing houses since last reports, 
for the retail dealer constantly is in 
the market for small lots of this or that 
thing. 

The readjustment of prices continues, 
but in a very orderly manner, which 
allows for little uneasiness on the part 
of anybody up to date. Those retail 
firms who have large stocks of one or 
more classes of merchandise are man- 
aging somehow to reduce inventories 
before declines take place in manufac- 
turers’ lists. In quite a few instances 
book values have shrunk considerably 
on such stock, but the dealer figures it 
is better to get out with a whole skin 
rather than be caught with high-priced 
merchandise on his hands. This policy 
has been quite general throughout New 
England, and in a majority of cases 
successfully completed or very nearly 
so. It has, coupled with the more 
normal buying of late, created much 
more healthy market conditions than 
was hoped for, and the retail trade as 
a whole naturally feels confidence, not 
only in its present position but in the 
future as well. 

The gross sales of the shelf hard- 
ware wholesalers for February are 
running along well, as compared with 
those for last month, and in certain 
eases ahead of those for February, 
1920. Most of them continue to watch 
stocks and turnover very carefully, and 
in this way minimize their book 
value losses as much as possible. Their 
conduct of business is netting much 
better results than believed possible 
two or three months ago, and in turn 
they entertain no serious uneasiness 
regarding the future. As a matter of 
fact, all are looking forward to a good 
volume of spring goods buying. They 
say advance buying of such lines war- 
rants the attitude taken by them. 

Heavy hardware wholesale firms 
manage somehow to keep busy. Their 
activities are not confined to standard 
lines of merchandise, but rather to side 
lines taken on from time to time. If 
it were not for such bookings, the heavy 
ardware market could not be con- 
sidered anything but dull. Jobbers say 
that prior to the independent steel mills 
reducing prices to below the Steel 
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many and actual sales are fairly satis- 
factory. No price changes reported. 

Wire Goods.—Numerous reductions 
are made in wire goods prices, in addi- 
tion to the drop of 15c. to a new base 
of $4. on common wire nails. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Barbed wire galvanized, $4.85; No. 8 
black annealed wire, $4; black painted wire 
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Corporation’s base, there was more or 
less of a demand for iron, steel, bolts, 
nuts, washers, etc. With the unsettled 
mill quotation market, however, has 
come a shrinkage in available business 
from day to day. According to the 
jobber it is only natural that a con- 
sumer of the above should hold off 
buying as long as possible, believing 
as he does, that prices will go lower. 
Local jobbing prices, however, show no 
weakness anywhere. 


Ammunition.—Based on an _ easier 
market for pig lead, the manufacturers 
of drop shot have marked down prices 
20c. per bag on B grades, while air 
rifle shot is about 15c. per dozen lower. 
No change in metallic ammunition 
auotations is noted, and the market for 
same is quiet. It is interesting to note 
that the Boston Athletic Association 
has just purchased 300,000 loaded shells 
from the United States Government, to 
be used in trap shooting, in an effort 
to combat the high cost of ammunition. 

We quote from jobbers’ stocks: Metallic 
ammunition, 15 and 1% per cent discount, 
f.o.b. Boston. Loaded shells, 15 and 1% 
per cent discount, f.o.b. Boston. Factory 
shipments on both kinds, in full cases, 18 
per cent discount, f.o.b. factory 

We quote from jobbers’ stocks: Drop 
shot, smaller than B, $2 per bag; B and 
larger, $2.25 per bag; air rifle shot, in 
tubes, 54c. per doz. 

Asparagus Knives.—Although a small 
item in the cutlery business, a decline 
of approximately 16 per cent in one of 
the leading makes of asparagus knives 
is worthy of notation. Generally speak- 
ing, the demand for cutlery holds up 
remarkably well, all things considered, 
which would indicate that retail stocks 
are small. 


Automobile Accessories. — Manufac- 
turers are talking guaranteed prices, 
usually for a period of 60 to 90 days. 
Jobbers say it is possible to secure 
datings on almost everything offered. 
No change in prices worthy of mention 
has occurred since last reports. The 
heavy snow storm experienced in the 
Eastern section of the country since last 
reports created a spurt in the demand 
for tire chains, and quite a reduction 
has been made in local stocks. The only 
other lines of accessories that are mov- 
ing to any extent are those on which 
dealers are heavily stocked and are 
making a special effort to reduce inven- 
tories. 

Bicycles.—Local jobbers are putting 
their houses ir order to receive initial 
shipments of bicycles from the manu- 
facturers on or about March 1. Job- 
bers anticipate a normal demand for 
this class of merchandise this spring, 
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cloth 12 mesh $2.50 per 100 sq. ft., March 
1 dating; Poultry netting galvanized before 
weaving 50 per cent off; galvanized after 
weaving 45 per cent off; March 1 dating 
and factory shipment at these poultry net- 
ting prices; Poultry netting, f.o.b. Chicago, 
no dating, galvanized before weaving 40-10 
per cent off, galvanized after weaving 40 
per cent off. Catch weight spool galvanized 
cattle wire, $4.85 per spool; 80-rod spool 
galvanized hog wire $4.20 per spool; No. 8 
galvanized plain wire, $4.70 per 100 Ibs. 


claiming that the bicycle has become a 
standard article, due to the increase 
in transportation charges during the 
last few years. It is interesting to 
note that the Iver Johnson Arms & 
Cycle Works, Fitchburg, Mass., which 
have been closed, are running again on 
a 50 hour a week schedule. 

Bicycles 
$40.50 
$42 


We quote from jobbers’ stocks: 
Westfield Mfg. Co. makes, men’s, 
each; women’s, $42 each; truss bar, 
each; boys’, $38 each; girls’, $40 each. 


Bolts and Nuts.—Wholesale hard- 
ware houses continue to report buying 
of bolts and nuts of a hand-to-mouth 
character.- In the aggregate, however, 
sales are running slightly larger than 
those for the corresponding period last 
month, and it is safe to assume that 
the gross sales for February will show 
up much better than anticipated. The 
tendency of some jobbers to undersell 
the market, which was a common prac- 
tice earlier in the month, is less notice- 
able to-day, and the assumption is 
that the market is on a more steady 
basis. Local stocks, however, are com- 
paratively large, and special efforts are 
being made to reduce same as quickly 
as possible. 


stocks: Machine 


4-in., smaller 
per cent dis- 
per cent dis- 
sizes 25 per 


We quote from jobbers’ 
bolts with H P nuts, % x 
and shorter cut threads, 45 
count; larger and longer, 40 
count; with C T D nuts, all 
cent discount; tap bolts, list, net; common 
carriage bolts, all sizes, 37% per cent dis- 
count; Eagle carriage bolts 50 and 10 per 
cent discount; stove bolts, large lots, 65 
per cent discount, small lots, 55 per cent 
discount; bolt ends, 40 per cent discount; 
tire bolts, 50 per cent discount 

Nuts, H P gquare, blank and 
tapped, list, aa Go? ¢€ ané F 
blank and tapped, 
le. to 5c. per lb. are charged for 
keg lots; semi-finished hexagon 
per cent discount; finished case hardened 
nuts, 60 per cent discount; machine screw 
nuts, iron, list; machine screw nuts, brass, 


25 per ent discount. s 

Brass.—The leading manufacturers 
of brass have reduced prices lc. per 
pound, affecting sheets, wire rods, ete. 
Local jobbing prices have not been ad- 
justed, but undoubtedly will be before 
the end of another week. 


square 
squared 
extras of 
less than 
nuts, 60 


list, plus Ic.; 


Builders’ Hardware.—A leading New 
England manufacturer of builders’ hard- 
ware has issued a new list which shows 
a slight decline in some numbers, The 
other manufacturers have made no 
change in their lists as yet. The out- 
look for building is not very encourag- 
ing. In many parts of New England 
an announcement by contractors of a 
reduction in the wages of carpenters 
has not met with the approval of union 
officials. In some sections there have 
been walkouts on work in the process 
of erection, and the dispute between 
employer and employee has had a 
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marked tendency to defer plans of pros- 
pective home builders. Contractors 
seem to feel that the wage question 
will be settled before spring, however, 
and, that if it is, a normal amount of 
building will take place. 


Casters.—A decline approximating 
20 per cent on some lines of casters 
is announced. 


Chain.—In common with other kinds, 
the recent heavy snow storm has 
brought about a larger demand for 
proof coil self-colored chain, and local 
jobbers in some instances have been 
able to reduce stocks almost 50 per 
cent, which naturally has caused a better 
feeling in the local market. 

We quote from jobbers’ stocks: Proofs 
coil self-colored chain in cask lots, 3/16 in., 


$16.95 per 100 Ib; 4 5.75; 5/16 in., 


5 ; 4 in., $15.75; 
$13.55; 34 in., $11.65; 7/16 in., $11.35; %4 in., 
5 in., $10.60; % in., 


f $10.45; % in., 

.95; 14% in. and 1% in., $9.40. Extra for 
BB, BBB, twist and long link chain. 

Chisels.—One manufacturer of a high 
grade line of cold chisels has issued a 
new list, which shows declines ranging 
from 25c. to $1.40 per dozen. Because 
of the grade of these tools, however, the 
jobbing trade here is of the opinion 
that prices for ordinary lines of chisels 
will not be affected. 


Currycombs.—The leading producers 
of currycombs have notified the Boston 
jobbing trade of a reduction in prices 
amounting from 20 to 25 per cent, and 
local prices have been revised accord- 
ingly. 

Drills and Reamers,—There appears 
to be a slightly better call for drills 
and reamers from machine shops, etc., 
but individual orders usually call for 
only a few of a size and kind. At 
recent auction sales of the stock and 
equipment of metal working plants in 
Springfield, Marlboro, Lowell and Bos- 
ton, a considerable number of cutting 
tools was disposed of at low prices. 
The buyers, however, in most cases 
were large consumers; consequently, 
there has been no increase in the avail- 
able supply of low priced drills and 
reamers on the local market.. A New 
Jersey manufacturer of a small line of 
high grade drills has reduced prices 
approximately 10 per cent, which 
simply is in keeping with reductions 
made some time ago in the more stand- 
ard makes. 

We quote from jobbers’ stocks: 

Drilis.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 40 per cent 
discount; bit stock drills, 45 per cent dis- 
count; center drills, 40 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, list; wood 
boring brace bits, 40 per cent discount; 
high speed, wire gage and letter sizes, 
plus 16 per cent; straight and tapered 
shank, 1/16 to %-in., plus 20 per cent; 
33/64 and larger, plus 20 and 10 per cent; 
all other kinds of drills, 40 per cent dis- 
count. 

Reamers.—Bit stock, 20 per 
count: bridge square and T 
makes, 55 per cent discount; 
per cent discount; tapered 
to No. 5, 40 per cent discount; No. 6 and 
larger, 25 per cent discount; escutcheon 
pins, 30 per cent discount; shell fluted rose 
and socket reamers, list. 


Emery Cloth.—Quite a decided de- 
cline in manufacturers’ prices on emery 
cloth is noted, but local jobbing houses 
have not as yet adjusted their lists on 


cent dis- 
S standard 
chucking, 20 
pins, No. 00 
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this class of merchandise. A change 
will be made, however, before the end 
of another week. 


Fencing.—In normal years the manu- 
facturers of the various kinds of fenc- 
ing offered on this market usually did 
not ship goods on order until at least 
a month or two after booking business. 
According to the jobbers, this year is 
an exception, the manufacturers making 
unusually prompt shipments, possibly 
with a view to turning stocks of raw 
material on hand into liquid assets. 
The jobbers in most cases, however, 
are anxious to get the fencing, inas- 
much as they have a_ considerable 
amount of forward business on their 
books. 

Fishing Tackle. — Local jobbing 
houses this year are making quite a 
feature of fancy wooden baits that 
wholesale for around $7.20 per dozen, 
and are already getting many orders 
for same. They also are securing for- 
ward business in the finer grades of 
cotton lines, which, by the way, are 
not more than 10 per cent lower than 
they were a year ago. Some of them, 
who last year were obliged to discon- 
tinue handling cod lines, owing to their 
high cost, are getting back into the 
game. Steel rods are coming forward 
slowly from the manufacturers, and the 
presumption here is that they have 
more business on the books than they 
can properly handle. No noticeable 
change in the price of hooks has been 
made so far this year on domestic 
makes, and English goods apparently 
are no cheaper. 

Galvanized Wire.—There appears to 
be a little better demand for galvan- 
ized wire of all kinds, but especially 
ash and garbage cans. The market for 
this class of merchandise appears to 
have settled down on a staple basis, 
and manufacturers in most cases are 
fairly busy, due to the fact that hard- 
ware jobbers and department stores 
are convinced that the market is prac- 
tically on bottom. ; 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three trays, 
17 x 26-in., $4.50 each; 18 x 26-in., $5.52 
each; Sexton cans, $4. 

Coal Hods.—Japanned, with wood handle, 
15-i $3.84 per doz.; 16-in., $4.12; 17-in., 
Hert galvanized with wood handle, 15-in., 

Pails.—Eight-qt., $2.94 per doz.; 10-qt., 
$3.33; 12-qt., $3.65; 14-qt., $4.10; heavier 
pails, 40 lb. to the doz., $5.35; 50 lb. to the 
doz., $6.90. 

Tubs.—Galvanized, No. 200, $15.44 per 
doz.; No. 300, $17.24. 

Garbage Cans.—Galvanized, No. 1, $2.10 
per doz.; No. 2, $1.53; No. 4, $1.12. 


Horseshoes.—Aside from _ slightly 
larger sales of caulks, the horseshoe 
market continues quiet, notwithstand- 
ing weather conditions. The winter up 
to the past week was remarkably open. 
and, rather than lay in a stock of 
horseshoes at this date, blacksmiths are 
either using up what little they have 
on hand or recommending to customers 
that caulks be used. 


We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
Base prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 
base price is $7.25 per 100 lb. keg. No. 
freight is allowed on store shipments. 
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Fancy Shoes.—Side weights, $12.50 per 
keg; track side weights, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, 
$8.25; side wear, $10.25; caulked, $9.75: 
extra light caulked, $10.75; iron counter. 
sunk, $8.75; steel countersunk, $10.50; tips 
$9.75; light driving, $9.75; featherweights, 
$9.75; mule, $8.50; all asssorted shoes, 6c, 


per keg extra. 
Welded Toe Caulks.—Dull, $2.25 per box; 
sharp. $2.50; blunt heel, $2.50; sharp heel, 


Iron and Steel.—The market con- 
tinues quiet, the buying still being of 
a hand-to-mouth character. The most 
interesting feature at the moment is 
the price at which mill representatives 
are offering iron and steel to the job- 
bing trade. Report has it that in some 
instances certain kinds of steel have 
been offered as low as 2c. per lb, f.o.b, 
Pittsburgh, but the average price is 
2.15e. Stocks throughout New Eng- 
land, however, are so large that jobbers 
are not interested in material at any 
price. 

We quote from jobbers’ stocks: 

lron.—Refined, $3.75 per 100 lb. base; 
% and 5/16-in. round and square, $5.50; 
best refined iron, $5.50; Wayne, $8.50; band 
iron, $4.58; hoop iron, $5; Norway, $12. 

Steel.—Soft steel bars, $3.63 per 100 Ib.; 
base flats, $4.50 .to $4.85; concrete bars, 
plain, $3.63; twisted, $3.75; angles, chan- 
nels and beams, $3.63 to $3.73; tire steel, 
$5 to $5.50; open-hearth spring steel, 4 
crucible spring steel, $12; steel 
$4.33 to $5.25; steel hoops, $5; cold roll 
steel, $5.25 to $6; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib, 
of a size, 35c. per 100 Ib.; lots 1000 Ib. to 
1999 lb. of a size, 15c. 

Lead.—The fact that the American 
Smelting & Refining Company has 
made a further cut in its price on pig 
lead has created the impression here 
that the sheet lead market is due for 
a further markdown. 

We quote from jobbers’ 
lead, 1144c. per Ib. base. 

Pliers.— As intimated previously, 
manufacturers of high grade pliers 
have issued new lists, which show an 
average reduction of approximately 10 
per cent on side cutting styles, end 
nippers, diagonal and some numbers of 
electricians’, milliners’ and chain pliers, 
as well as revolving and belt punchers. 
No change, however, is noted in com- 
bination pliers or slip joints. Although 
the local market is fairly well supplied 
with pliers of all kinds, manufacturers 
seem to feel that business is a little 
better. 

Kraeuter Goods.—Combination pliers, 5% 
in., $12.20 per doz.; in., $14.45; 8 in, 
$17.50: 10 in., $21.30. Side cutting pliers, 
4 in, $15.75 per doz.; 5 in., $16.50; 6% in, 
$18; 7 in., $21.50; 8 in., $23.75. Button’s 
pliers, 6% in., $12.10 per doz.; 8 in., $15.30; 
10 in., $18.50. Common flat nose and com- 
mon round nose pliers, 4 in., $10 per doz; 
4% in., $10.50; 5 in., $11; 5% in., 

6 in., $12.50. Milliners’ pliers, 4% in., 
per doz. Electricians’ pliers, 6 in., 
per doz. Diagonal pliers, 5 in., $20; 
in., $21.50; 6 in., $24. 

Scissors and Shears.—The manufac- 
turers of Heinisch & Wiss scissors 
and shears have issued a new price 
sheet, dated February 1, which did not 
reach local jobbers until this week, 
which shows a general advance. This 
revision was anticipated, inasmuch as 
intimations of it were previously made 
by letter; consequently, the actual put- 
ting into effect of the new list caused 
no stir in the local market. i 
are of the opinion that the action ° 


stocks: Sheet 
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these two companies will have some 
pearing on other makes of scissors and 
shears. : 


Scissors.—Standard ladies’ Landers, 
Frary & Clark, 4-in., $11.50 per doz.: 4%- 
in., $12; 5-in., $12.50; 6-in., $14. Heinisch 

Jiss, 4-in., $15; 5-in., $15.90; 6-in., 
Pocket, 4-in., $13.30 per doz.; 4%- 

‘a 80; 5-in., $14.25. Button hole, 4%- 
in., $17.10 per doz. Manicure, 3%-in., $19 
per doz. Nail, 34%-in., $19 per doz. 

Shears.—Landers, Frary & Clark, ja- 
panned straight trimmers, 6-in., $10.50 per 
doz.; 6%-in., $11.25; 7-in., $11.75; 7%-in., 
$12.50; 8-in., $13; 9-in., $16.20 10-in, $20. 


Nickeled straight trimmers, 6-in, $12.50; 
6%-in., $13.25; T-in., $13.75; 7%4-in., $14.50; 
- $15; 9Q-in., $18.20; 10-in., 3: 
bankers’ shears, japanned, 12-in., $24.75; 
barbers’ shears, japanned, 7%4-in., $12.50; 
nickeled, 8-in., $15.50; French pattern, 8-in., 
Heinisch iss, japanned, 

, 6-in., 6%-in., 

15.30; 7-in., .20; ; §-in., 
fi: 9-in., $22.50; 10-in., Nickel- 
plated, 6-in, $16.80 per doz. 6%-in., $18.15. 
Screens and Screen Doors.—Factories 

are beginning to make shipments of 
window screens and screen doors to 
local jobbers. The latter, in turn, are 


Office of HARDWARE AGB, 
1002 Park Building, 
Pittsburgh, Feb. 28. 


T has been pretty well demonstrated 

that if it was the expectation of 
the independent steel companies that 
by cutting prices they would be able 
to put considerable amount of new 
orders on their books, they have been 
very much disappointed. About the 
only immediate effect of the cut in 
prices was to make buyers more con- 
servative than before, and instead of 
placing the desired and expected orders, 
buyers are holding off as much as be- 
fore, and are not buying anything they 
can possibly get along without. Of 
course, the cut in prices brought out 
some business, but it is a question 
whether this business would not have 
been placed anyhow, even had there 
been no cut in prices. One large in- 
dependent Pittsburgh steel interest 
that announced, when the cuts in prices 
first came out, that it would meet any 
cuts made by its competitors, is now 
understood to be again quoting the 
Steel Corporation prices on all in- 
quiries, deciding that cuts in prices will 
not bring out new business, beyond 
material that is actually needed. One 
encouraging feature of the situation is 
that when consumers or jobbers do 
place orders, they almost invariably in- 
sist on quick shipments, and this is 
taken to mean that stocks in jobbers 
and consumers hands are low, likely 
much lower than they have been in a 
long time. : 

Now that the failure to stimulate 
business by the cuts in prices made by 
independent steel companies has been 
demonstrated, the course of the Steel 
Corporation in the matter of prices is 
engaging the attention of the trade, not 
only of the buyers, but of the independ- 
ent steel companies as well. In the 
Pittsburgh offices of the subsidiaries of 
the Steel Corporation there are no 
intimations that the corporation has 
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filling back orders and making a special 
effort to book additional business, In- 
dications are that sales of both screens 
and screen doors will be above normal 
this year, inasmuch as it was difficult 
to obtain stock during 1920, and sup- 
plies in retail hands were reduced to 
a minimum. 


Stepladders—One popular make of 
stepladders has been reduced slightly 
in price, but there is no intimation that 
quotations on other lines will be 
changed. Local stocks of stepladders 
are no more than normal, and there 
is a steady call from day to day. 


Tarred Paper. — The market .for 
tarred paper is still unsettled. In some 
cases jobbers, who a week ago were 
quoting good grades at $69 a ton, have 
advanced prices to $77, which puts the 
market practically back on its former 
basis. It is still possible, however, to 
secure certain grades at less than $77 
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any early intention of lowering prices, 
but on the contrary, the corporation 
has every intention of continuing to 
maintain the schedule of prices of 
March 21, two years ago. 

Reports are current of some low 
prices being made on some forms of 
finished iron and steel, but it is believed 
these are largely untrue. The Steel 
Corporation price on merchant steel 
bars for nearly two years has been 
2.35¢. at mill, but a day or two ago 
reports were current that at least one 
independent mill had named a price of 
1.95¢., at mill, on steel bars. Careful 
inquiry showed this report was untrue. 

Reports are also current that prices 
on both black and galvanized sheets are 
being cut by some of the independent 
mills, and it is not at all unlikely 
that in a few cases there has been 
shading of $2 to $3 per ton in sheets, 
but this is not general by any means. 
In times of depression in the steel trade 
there are always reports going of cuts 
in prices, and while there may be some 
basis for these, in most cases they are 
started by buyers who are trying to 
force down the market. Considering 
the small amount of new business 
being placed with the mills and job- 
bers, prices are fairly strong, and are 
holding up better than expected. There 
has been no demoralization in prices, 
but the declines have been gradual, and 
with the low stocks being carried, the 
losses have been greatly reduced. One 
reason, and probably the main reason, 
why prices have declined in an orderly 
way, is that the high prices for labor 
have prohibited manufacturers from 
making drastic cuts, and in addition, 
manufacturers have held off as long 
as they possibly could before they 
asked labor to bear its share by accept- 
ing lower wages. 

Operations among the mills and fur- 
naces do not show much change, but 
are not any heavier. As a rule, the 
independent mills are not running to 
more than 25 to 30 per cent of capac- 
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per ton. A slight improvement in the 
demand is noted, but the market is by 
no means active. 


Wire Cloth and Netting.—The mar- 
ket is moving along in a satisfactory 
way, jobbers securing a fairly large 
amount of forward business, and those 
retail dealers who have not already 
placed their 1921 requirement orders 
intimate they will do so before long. 
Manufacturers are making shipments, 
but stock is being moved out of local 
stores almost as fast as received; con- 
sequently, there is no accumulation 
noted. 

We quote from jobbers’ stocks: 

Wire Cloth.—Biack, from the mill, $2.60 
base, f.o.b. Pittsburgh; from the store, $2.75 
f.o.b. Boston. 

Window Netting.—Galvanized cellar win- 
dow netting, hardware grade, 12 to 24-in., 
64c. per sq. ft.; 24 to 48-in., 6c. per sq. ft. 

Poultry Netting.—Factory shipments, 40 
per cent discount, f.o.b. Pittsburgh; from 


the store, 35 per cent discount, f.o.b. Bos- 
ton. 


ity, while the Steel Corporation plan.s 
are operating at 75 to 80 per cent. 
The pipe and tube mills of the Steel 
Corporation, and also those of the 
independent companies, are running 
nearly full, but output and shipments 
are heavier than the new business 
coming in, so that unless there is soon 
more new business there will soon be 
a falling off in operation of these mills, 
which for about three years or more 
have operated at utmost capacity to 
supply the enormous demand for line 
pipe and general oil well supplies 
caused by the great development in the 
oil business in the past few years. 
The great falling off in the demand 
for tin plate, sheets and wire products 
has probably been more noticeable than 
in other lines, as these products have 
for the past three years or more been 
in very heavy demand, and the mills 
were not able to meet it up to the 
time the present depression started 
last fall. At present the American Steel ~ 
& Wire Co., the largest maker of wire 
products, is operating to only about 50 
per cent of capacity, and the independ- 
ent mills are running at a less rate. 
Reports from the jobbing and retail 
hardware trade are fairly encouraging, 
and there is a good deal more optimism 
now than existed several weeks ago. 
Some leading jobbers and retailers say 
the volume of their business in January 
was larger than expected, while for 
February it kept up very well, but was 
not as large as in the same month last 
year. Of course, the depression in the 
heavy iron and steel trade is affecting 
hardware somewhat unfavorably, but 
with spring business close at hand, both 
jobbers and retailers look for a much 
heavier volume of business from now 
on. It is said that labor is better 
employed in the Pittsburgh district 
than in most large cities, and there 
has been no real distress here as yet. 
The open winter has allowed a good 
deal of outside work to go right along, 
and this has given work to hundreds of 
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men that otherwise would have been 
idle. Pittsburgh has some large munici- 
pal work under way, notably the widen- 
ing of Second Avenue and the boring 
of two tunnels through the South hills, 
these two jobs alone giving work to 
hundreds of men. 

The retail hardware trade is buying 
goods in small lots, in order to keep 
stocks at a minimum in case there are 
further declines in prices. On the lines 
of goods on which prices are guaran- 
teed against decline by the manufactur- 
ers, orders are being placed quite 
freely, showing that the retail mer- 
chant expects a good volume of spring 
business, and that he is willing to buy 
goods when he feels there is no risk 
in doing so. Retailers report a fair 
demand for shelf hardware, and also 
say that there are indications that 
spring trade this year will be good. 
The demand for such goods as builders’ 
hardware, and also for other goods that 
enter into new building construction, 
may not be as good as last year, but 
for garden tools, wire screens, ice 
cream freezers and other goods, they 
look for business this year to be ahead 
of last year. Prices of many lines of 
hardware, especially on articles used 
in the home, are cheaper than last year, 
and this is expected to help sales. 

Collections are reported fair, but 
there is a tight money market and 
merchants are scanning credits closely. 

Automobile Accessories.—There were 
no important changes in prices on 
accessories in the past week. Mer- 
chants report the new demand as fairly 
good, and on a few specialties dealers 
are having some trouble getting ship- 
ments as fast as they need the goods. 
Disquieting reports are heard as to the 
financial condition of several of the 
larger makers of automobiles, but it is 
believed these are untrue to a large 
extent. Owners of cars say they cannot 
understand why, in view of the heavy 
cut in prices of oil, there has not been 
a greater reduction in prices of gaso- 
line. 

Acme Frying Pans.—There has been 
a reduction in prices on these goods 
averaging about 20 per cent. 

Axes.—Not much doing in this line, 
and dealers are carrying low stocks in 
view of possibly lower prices in the 
near future. 

Builders’ Hardware.—The full sched- 
ule of new prices in builders’ hardware 
is not yet ready, but on some lines, 
notably locks, some makers have re- 
duced prices on the average about 20 
per cent. Whether the lower prices on 
builders’ hardware will stimulate new 
buying is a question. The great 
trouble is that labor does not seem dis- 
posed to be fair in the matter and 
accept lower wages, which leading 
builders say must come before there 
can be any great revival in new build- 
ing. In Pittsburgh, building conditions 
are the worst ever known, and there 
are no signs as yet that there will be 
much new activity in the near future. 
Negotiations are still being held be- 
tween the Builders’ Exchange Com- 
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mittee and a committee from the build- 
ing trades. crafts in this city in an 
effort to bring down the cost of labor 
—but so far nothing tangible has re- 
sulted. 

Chains.—The recent radical cut in 
prices of chain have stimulated the new 
demand to some extent, which is said 
to be better now than for some time. 
Prices are fairly firm as follows: 
Makers’ prices in large lots are as fol- 
ws: 


lo 


BB BBB 
$13.25 $14.25 
12.25 13.25 
10.50 11.00 
9.25 9.75 
9.00 9.50 
8.75 9.25 
8.50 9.00 
8.40 8.90 
8.25 8.75 
8.00 8.50 
7.75 8.25 





Copper.—The new demand for copper 
and for copper utensils of all kinds is 
better now than for some time. Prices 
on copper have gone so low that it is 
not likely they will be any lower, and 
with any further betterment in the 
demand some advances in prices are 
not unlikely. Prices on copper in large 
lots are as follows: 


Quantity prices, mill lots: Copper wire 
rods, black net, 14.00c.-14.50c. ; copper wire, 
net, 15.75c.; copper sheets, 21.25c.; copper 
in rolls, 20.25c.; copper bottoms, 29.75c.; 
copper rods, round, 19.50c.; copper rods, 
square and rectangular, 20.25c. 

Cc. G. Hussey & Co. quote copper conduc- 
tor pipe to the large trade at 40 and 10 and 
5 off list; elbows and shoes, 10 per cent 
off list; copper nails, base, 27 cents per Ib., 
with usual extras. 


Curry Combs.—New lists have been 
sent out to the trade by the leading 
makers of curry combs showing re- 
ductions in prices of about 25 per cent. 


Eaves Troughs and Conductor Pipe. 
—The cutting in prices in galvanized 
sheets that is being done by some of 
the independent mills may have the 
effect of lowering prices on eaves 
trough and conductor pipe in the near 
future. Dealers say the demand is 
quiet, but is expected to be better when 
the spring trade opens up. 


Fibre Ware.—Prices on NoS. 2 and 3 
fibre cuspidors have been reduced about 
10 per cent. No change has been made 
in prices of No. 1, but the market is 
not very strong and the demand is re- 
ported quiet. 

Folding Rules.—The Stanley Rule 
& Level Co. and the Lufkin Rule Co. 
have announced reductions in prices on 
folding rules of about 25 per cent. 

Galvanized Ware.—A reduction of 
about 5 per cent in prices has been 
made on the common grades of galvan- 
ized tubs and pails. No reduction has 
been made in the better grades, and 
makers report the new demand as only 
fair. 

Hammers.—Some makers report a 
better demand for some grades of 
goods than for some months. However, 
the volume of business is less than at 
this time last year. Jobbers quote from 
stocks f.o.b. Pittsburgh, as follows: 


No. 11% first quality shingling hammers, 
$15.50 per doz.; regular first quality 16-oz. 
nail hammers, $14.75 per doz.; Competitive 
grade nail hammers, $12 per doz.; polished, 
$8 per doz., galvanized finish. 
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Paints.—The new demand for paints 
and for painters’ supplies is better, 
and dealers say they can already gee 
signs of a good spring trade. The 
lower prices for paints, and also the 
fact that some non-union painters have 
agreed to work at fair rates of wages, 
have induced many property owners to 
decide to paint up this spring that 
otherwise would have waited. Prices 
on paints and painters’ supplies are 
firm. 

Linseed oil is now quoted at 88c. per 
gallon in bbls. of 50 gallons. Turpentine 
is 95c. per gallon in bbls. Mixed paints 
are held by jobbers to retailers at about $3 
per gallon. White lead has been reduced, 
and is now quoted by dealers to the smal) 
trade at $13 per 100 lb., with a reduction of 
10 per cent over this price in 500 Ib. lots, 
ey is being sold at about 40 per cent 
oO st. 


Sheets.—There is more or less cut- 
ting in prices on both black and gal- 
vanized sheets by some of the inde- 
pendent mills, and this has extended to 
some extent to prices being quoted for 
delivery. The Steel Corporation price 
on No. 28 black sheets is 4.35c. at mill, 
but some independents have quoted 4c. 
or less. The corporation price on No. 
28 galvanized sheets is 5.70c., but in- 
dependent mills are quoting 5c. at mill, 
or less. The whole sheet market is 
more or less demoralized and buyers 
are placing orders very cautiously. 
Jobbers are quoting about $2 to $3 
per ton less on black and galvanized 
sheets than a week ago. 

Window Glass.—There has been a 
revision in prices on window glass to 
a lower basis on some grades. For 
shipment from stock, jobbers are quot- 
ing single strength, A and B, 77 per 
cent off; double strength, A, 79 per 
cent off; double strength, B, 81 per 
cent off. The demand is said to be 
better. 

Wire Products.—Nothing new to re- 
port in the wire or wire nail market. 
Prices are not very strong, demand is 
only fair, and buyers and consumers 
alike are watching the market closely. 
Jobbers are quoting wire nails to the 
trade in small lots at about $3.60 to 
$3.75 per keg, base; and plain and 
Bessemer wire at $3.50 to $3.75 per 100 
Ib. out of stock. Independent wire 
mills ar running at only 25 to 35 per 
cent of capacity, while the American 
Steel & Wire Co. is operating at not 
over 50 per cent, and in the case of 
some mills, at a less rate. 


Buys Swift’s Arsenate of Lead 


The Bowker Insecticide Co., 48 
Chatham Street, Boston, Mass., has pur- 
chased from the Merrimac Chemical Co. 
the entire rights to manufacture and 
distribute Swift’s Arsenate of Lead. 
This brand of insecticide was introduced 
about 30 years ago by Wm. H. Swift & 
Co., East Boston, Mass., to cope with the 
then alarming damage done by the 
ever increasing gypsy moth. Reports 
show that it was quite efficient in kill- 
ing this pest and about 1900 the Merri- 
mac Chemical Co. purchased the for- 
mule and until its recent sale had ex- 
clusive rights. 
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Office of HARDWARB AGE, 
604 Mercantile Library Blidg., 
Cincinnati, Feb. 26. 
T the present time the hardware 
trade is experiencing somewhat of 
a quiet period. This is especially true 
of the dealers, whose sales in the ma- 
jority of cases show a falling off as 
compared with the first two weeks of 
the month. Jobbers, on the other hand, 
report business as picking up slightly. 
While in January the turnover was just 
about 50 per cent of the business done 
‘ during the same period last year, Feb- 
ruary sales are expected to show not 
more than a 15 per cent falling off as 
compared with February last year. 
When the lower prices now prevailing 
are considered, it will be seen that the 
volume of business is not very much, 
if any, behind the corresponding period 
of last year. 

Dealers are evidently determined not 
to be caught without sufficient goods on 
their shelves to properly take care of 
their customers. This is evidenced by 
quite a number of requests to forward 
goods at once which were ordered to be 
shipped about the first week of April. 
Quite a number of unsolicited orders 
are also coming through, and in many 
of these instances the information is 
advanced that stocks are very low. 

Springlike weather for a few days 
last week proved quite a boom for the 
automobile accessories branch of the 
hardware trade, and dealers and job- 
bers handling these lines are very. well 
satisfied with the volume of business 
offering. : 

The price tendency is still downward, 
but no drastic reductions have taken 
place. Liquidation of high priced stocks 
is proceeding gradually, and in a couple 
of months it is expected that business 
will again be going along at a normal 
rate. 

Aluminum Ware.—At least one 
manufacturer of aluminum ware has re- 
duced the list on all his products. The 
reduction is a straight 10 per cent. 

Automobile Accessories.—Business is 
picking up nicely after a prolonged 
slump, and the prospects for the future 
are excellent. A little spring weather 
is all that is needed, in the opinion of 
jobbers, to start a regular boom, as 
dealers have been out of the market for 
some months, and stocks on hand are 
very low. Some price changes have 
been made recently, and below are quot- 
ed some of the more recent ones: 

Titan spark plugs are now selling in less 
than 100 lots, at 58c. each; in lots of 100, 
56c, each. 

Ford front springs are now quoted at 
$2.00 each; Ford rear springs, $7.75 
each. 

List price of Breaknot Hydrometers 
has been reduced from $1.25 to $1.00, 
and are being quoted by jobbers at 67c. 
each in lots of 10. 


Leather fan belts have been reduced 
about 12% per cent. Jobbers quote leather 
fan belts for Ford cars as follows: For 
models up to 1916, 22%4c. each; models 


1917 to 1920, inclusive, 25c. each; model 
1921, 28¢, each. 
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Builders’ Hardware.—Practically all 
lines of builders’ hardware have been 
reduced about 10 per cent since last 
report. Business is picking up nicely, 
and while it has not yet assumed the 
proportions of a boom, the prospects 
are very encouraging. The Champion 
Hardware Co., Geneva, Ohio, has an- 
nounced a general reduction of 10 per 
cent on its line. 


Bolts and Nuts.—A slight revision of 
prices has been made in bolts and nuts, 
semi-finished nuts in the smaller sizes 
being a shade lower. The demand is 
fair, and stocks now in good shape. 
Jobbers quote: 


Machine bolts, small sizes, 50 and 10 off; 
larger sizes, 45 and 10 off; carriage bolts, 
small sizes, 45 and 10 off; larger sizes, 40 
and 10 off; stove bolts, 60 and 10 off; semi- 
finished nuts, 9/16 and under, 70 off; larger 
sizes, 60 and 10 off. 


Emery Cloth.—A reduction of 15 per 
cent is announced by manufacturers of 
emery cloth, and the new prices will be 
put into effect by local jobbers as soon 
as received. 

Emery Wheel Dressers.—Emery 
wheel dressers and cutters have also 
been revised downwards. Jobbers have 
changed their prices accordingly, and 
are now quoting: 


Emery wheel dressers, 75c. each; dresser 
cutters, 7c. per set. 


Eaves Trough and Conductor Pipe.— 
Jobbers report business as brisk. Prices 
have not changed since the recent sharp 
decline, and are still quoted: 


28-ga., 5-in., lap joint, single bead eaves 
trough, $6 per 100 ft.; 28-ga., 3-in., corru- 
gated conductor pipe, $5.75 per 100 ft.; 
3-in., corrugated conductor elbows, $1.95 
of 


per doz. 

Folding Rules.—Manufacturers 
folding rules have reduced their prices 
approximately 10 per cent, and jobbers 
have put the changes into effect. 


Jobbers now quote: 6-ft. folding yellow 
rules, $4.50 per doz.; 6-ft. folding white 
rules, $4.85 per doz. 


Galvanized Ware.—There is some un- 
certainty as to the situation in gal- 
vanized ware. Apparently the supply 
is in excess of the demand, and this 
partly accounts for the recent sharp 
reductions. Some manufacturers have 
slightly advanced their prices since the 
cuts were made. Jobbers, however, con- 
tinue to quite prices in effect for the 
past month or six weeks, following the 
decline. 


Jobbers quote: Galvanized pails, 10-qt. 
$2.95 per doz. ; 12-qt., $3.25 per doz.; 14-qt., 
$3.60 per doz.: 16-qt., $4.40 per doz. Gal- 
vanized tubs, No. 0. $6.75 per doz.; No. 1, 
$8.30 per doz.; No, 2, 9.35 per doz.; 
No. 3, $10.85 per doz. 


Glass—No new developments have 
occurred in the window glass situation 
since last report. The demand is re- 
ported as slightly improved, and job- 
bers are in fair position to take care 
of a moderately active year in building 
construction. Plate glass continues 
slow. Prices are unchanged. 

Lock Washers.—A 10 per cent reduc- 
tion has been put into effect by local 
jobbers on lock washers. 

Lanterns.—The demand holds steady. 
Nothing further has been heard regard- 
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ing the contemplated advance in prices. 
Jobbers continue to quote: 

No. 2 Cold Blast, $11 per doz.; Little 
Wizard, $12 per doz.; Blizzard No. 2, $12.25 
per doz.; Buckeye Dash, $14.25 per doz. ; 
Monarch Tin, $9 per doz.; Eureka Driving, 
$19 per doz. 


Nails.—Local jobbers have reduced 
prices on wire nails 25c a keg. Com- 
mon wire nails are now quoted at $3.75 
per keg base, cement coated nails at 
$3.50 per keg base, and cut nails at 
$6 per keg base. 

Oil Stoves.—There has been a good 
demand for oil stoves during the past 
week or so, and sales have been ex- 
cellent. No price changes are reported. 

Poultry Fence.—A manufacturer of 
poultry fence has announced a reduc- 
tion of approximately 5 per cent in 
prices. This reduction applies only to 
this one item of his products. Jobbers 
handling this line have changed their 
quotations accordingly. 

Rivets.—The demand has fallen off 
to a great extent, although there is still 
some business to be picked up. No 
further changes in prices have been 
made following the recent decline of 10 
per cent announced last issue. 


penne are quoting rivets at 50 and 10 
off. 


Drop Shot.—Another drop of 10 cents 
a bag is reported in drop shot. This 
makes the fifth drop in this item with- 
in the past two months, 

Sash Cord.—The situation with re- 
spect to sash cord is showing improve- 
ment, and prices are firming up con- 
siderable. Whereas a couple of weeks 
ago sash cord could be had at almost 
any price, to-day the price is holding 
steady at 34 to 36c per lb., with the 
majority of the jobbers holding at the 
latter price. 

Sash Weights.—A further cut of 25c. 
a 100 Ibs. has been made in the price 
of sash weights. Foundries in the 
South are offering sash weights to local 
jobbers at less than 2c. a lb., but freight 
charges prevent them being shipped in 
here to compete with local foundries. 


Jobbers now quote sash weights at $2.75 
per 100 Ibs. 


Screws.—There has been a fair 
amount of interest in screws during the 
past week or so. Some revisions have 
been made in prices since the first of 
the month, and jobbers are now quot- 
ing: 

Machine screws, 60 and 10 off; cap 
screws, 45 and 10 off; set screws, 50 and 10 


off; wood screws, 70 and 20 off; lag screws, 
50 and 10 off. 


Tieout Chains.—A reduction of 25 
per cent is announced in the price of 
tieout chains, and local jobbers have 


changed their lists accordingly. New 
prices are as follows: 
3-0 20-ft. tieout chains, $6.75 per doz.; 


3-0 30-ft., $10 per doz. 

Wire Goods.—The season has not 
opened up as yet. Farmers are not 
yet in the market for fence. Jobbers’ 
stocks are in good shape, but whether 
they would be able to take care of a 
sustained demand is a matter of opi- 
nion, With the exception of a reduc- 
tion of 5 per cent on poultry fence, 
noted above, prices are unchanged. 
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Office of HARDWARE AGE, 
Minneapolis, Minn., 
Feb. 26, 1921. 


FTER careful inquiry among job- 
bers and dealers it appears to be 

generally agreed that business has 
been better during the past ten days 
than for some time, It is also agreed 
that the outlook is bright. 

Manufacturers, jobbers, and dealers 
are gradually getting the proper view- 
point of business, i.e., they realize it is 
unreasonable to make comparison with 
1920 and 1921; and this has done much 
to develop optimism. A certain manu- 
facturer of nationally known goods per- 
mitted the writer to examine his sales 
records for ten years past. This re- 
vealed the fact that while January, 
1921, shows only about one-half of 
1920, yet his sales in January, 1921, 
were several thousand dollars higher 
than 1919, and business improving 
every day. 

Manufacturers in this territory are 
gradually resuming operations in prep- 
aration for expected business. 


Builders’ Hardware. — There is 
nothing new in the building industry. 
Wages for the coming season have not 
been adjusted, and labor organizations 
have not replied to builders’ suggestion 
of a twenty per cent reduction. 


Brads.—Demand is light. Jobbers’ 
stocks are in fair condition; although 
no large stocks are on hand prices re- 
main firm. 


We quote from local jobbers’ stocks: 75 
per cent from standard lists. 

Bolts.—Sales are slow but show some 
improvement. Jobbers have placed very 
substantial orders with the factories, 
having faith in future business and be- 
lieving prices have reached a low level. 
Price as last quoted. 

We quote from local jobbers’ stocks: 


Small carriage bolts, 40 per cent; large 
carriage bolts, 35 per cent; small machine 


bolts, 50 per cent; large machine bolts, 45 
per cent; stove bolts, 65-5 per cent; lag 
screws, 50-5 per cent. 


Churns.—Business 
fair. 
of small volume. 


continues ‘© just 
Such orders as are received are 
Prices remain firm. 

We quote from local jobbers’ stocks: 
Belle churns at 45 per cent from standard 
lists. 

Eaves Trough, Conductor Pipe and 
Elbows.—Retail demand has not devel- 


oped as yet. Jobbers report a fair 
amount of business. Prices remain 
firm. . 


We quote from local jobbers’ stocks: 
Eaves troughs, 28-ga., 5-in. lap joint, single 


bead, $6.82 per 100 ft.; conductor pipe, 28- 
ga., corrugated, 3-in., $6.93 per 100 ft. El- 
bows, 3-in., corrugated, $1.94 per doz. 


Files.—Demand continues dull, Job- 
bers’ stocks are in fair condition. Prices 
remain firm. 


stocks: 
Nicholson 


We quote from local jobbers’ 
Riverside files, 50-10 per cent; 
files, 45-5 per cent. 

Galvanized Ware.—Most of the deal- 
ers have their stocks cleaned up well, 
and as jobbers are not carrying heavy 
stocks there is liable to be a shortage 
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TWIN CITIES 


should normal demand develop as 
spring season opens. Prices show no 
change. 


We quote from local jobbers’ stocks: 
Standard No, 1 galvanized tubs, $9.60 per 
doz.; Standard No. 2, $10.80 per doz. 
Standard No. 3, $13. 20 per doz.; heavy gal- 
vanized No, 1, $23 per doz.; heavy No. 2, 
$25.50 per doz. : heavy No.’ 3, $28.50 per 
doz. ; Standard 10- -qt., galvanized pails, $3.15 
per ‘doz. ; Standard 12-qt., $3.60 per doz.; 
Standard 14-qt., $4.50 per doz.; Standard 
16-qt., stock, $7.20 per doz.; Standard 18- 
qat., stock, $8.35 per doz. 


Hose, Garden.—There is very little 
movement of hose at the present. Job- 
bers’ stocks are not usually shipped 
them until March. Price remains un- 
changed. 

We quote from local jobbers stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5- 
ply, rubber, %-in., 14c. per ft.; %-in., cot- 
ton, 134%4c. per ft. 

Ice Cream Freezers.—There is very 
little demand. Jobbers’ stocks are also 
very small. Price remains firm. 


stocks: 
each; 8-qt. 


We quote from local jobbers’ 
4-qt. White Mountain, $5.78 
White Mountain, $9.45 each. 

Lawn Mowers.—Jobbers’ stocks are 
low, as spring shipments are not usu- 
ally made until March and April. Prices 
remain firm. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E 


and K, at 25 per cent from list. Riverside, 
ball-bearing, at $9.50 each. 


Milk Cans.—Demand is small and 
jobbers’ stocks are light. A fair volume 
of spring business is expected. Price 
remains as last quoted. 

We quote from local jobbers’ stocks: 
Railroad milk cans, 5-gal., $3.50 each; 8- 
gal., $4.40 each; 10-gal., $4.60 each. 

Nails.—Sales remain fair but on a 
“Hand to mouth” basis. Jobbers have 
average stocks. Even if a great deal 
of new building is not done there should 
be a fair volume of spring business 
on this staple item. Price remains as 
last quoted. 

We quote from local jobbers’ stocks: 
Bright wire nails, $4.35 base; cement coated 

nails, $4 base per keg. 

Paper.—A very small amount of busi- 
ness is being done in this line, and it 
will continue so until building industry 
revives. Prices remain as last quoted. 

We quote from local jobbers’ stocks, 
f.o.b.: Barrett’s No. 2 tarred felt, $3.40 
ewt; Barrett’s threaded felt, 500-ft. rolls, 
$1.78 per roll; Slater’s felt, $1.39 per roll. 
No. 20 red rosin, 75c. per roll ; No. 25 red 
rosin, 85c. per roll ; No. 30 red rosin, $1 
per roll. 

Planters.—Sales continue fair and 
the usual amount of Spring business 
will no doubt develop. Price remains 
as last quoted. 

We quote from local jobbers’ stocks: 
Acme potato planters and corn planters, 
$11.25 each. 

Poultry Netting —Demand is improv- 
ing and a good spring business is ex- 
pected. Price remains firm. 

We quote from local jobbers’ stocks: 
Hexagon poultry netting, 40-10 per cent 
from standard lists. 

Sand Paper.—Sales remain very in- 
active. The bulk of these goods are 
used by sash and door establishments, 
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and these are not operating except in 
a very small way. Price remains firm. 


We quote from local jobbers’ stocks; 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No, 1 Garnet 
paper at $15 per ream. 


Sash Cord.—Very little demand is 
noted. Jobbers and dealers are carry- 
ing very small stocks. Prices remain 
as last quoted. 


We quote from local jobbers’ stocks: 
Silver Lake No. 8 at 65c. per lb.; ordinary 
braided cotton, No. 8, at 38c, per ‘ib. 


Sash Weights.—Sales are exceedingly 
small and are being kept at a very low 
point. Stocks can be kept low on this 
item as should business develop goods 
can be readily obtained due to the fact 
that many foundries in this territory 
are in a position to make weights, 
Price remains as last quoted. 

We quote from local jobbers’ 
$3 per cwt. 

Screen Doors and Windows.—It is too 
early in the season for development of 
the dealers business, but he should get 
stocks into shape for some when sea- 
son arrives. Prices as last quoted. 

We quote from local jobbers’ stocks: 
Common screen doors, 2-8 x 6-8, at $29.40 
per doz.; fancy doors, same size, $34.80 
per doz.; Sherwood adjustable, 24-in. win- 
dow screens, at $9 per doz.; Wabash ex- 
tension at $7.70 per doz. 

Screws.—Sales remain of fair volume 
for this season of the year. Jobbers’ 
stocks are well assorted but not large. 
Prices remain firm. 


We quote from local jobbers’ stocks: 
Flat-head bright screws, 70-10 per cent; 
round-head blued screws, 671%4-5 per cent; 
flat-head japanned screws, 6244-5 per cent; 
flat-head brass screws, 50-5 per cent; 
round-head brass screws, 47% per cent; 
iron machine screws, 60 per cent; brass ma- 
chine screws, 40 per cent. 


Solder.—Business remains  exceed- 
ingly dull and further declines are 
yee 

quote from local jobbers’ stocks: 
Hart’ ent half solder at 25 cents per Ib. 

Steel Sheets.—A slight improvement 
is noted, but individual orders are small. 
Prices remain as last. 

We quote from local jobbers’ 
28-ga. black sheets, $6.10 per cwt.; 
galvanized sheets, $7.45 per cwt. 

Tacks.—A very small volume of busi- 
ness is being done. Stocks are in fair 
condition. Price remains as last. 


We quote from local jobbers’ stocks: 
American cut, 8-oz., per doz. 82c.; tinned 
carpet, 8-oz., 85c. per doz.; blued carpet, 
8-0z., per doz., 76c.; double-pointed, 11-0z., 
39%%4c. per doz. 


Wheelbarrows.—Improvement in this 
line is noted. Prices remain as last 
quoted. 


stocks: 


stocks: 
28-ga. 


We quote from local jobbers’ stocks: 
Fully bolted wood barrows, $42 per doz.; 
No. 1 tubular steel, $7.50 each; No. 1 wood 
garden barrow, $5.75 each. 


Wire Cloth—Some jobbers have re- 
ceived stock and are shipping spring 
orders, Prices remain firm. 

We quote from local jobbers’ stocks: 
Black 12 x 12 mesh at $2.50 per 100 sq. ft.; 
alumina 12 x 12 mesh, at $3 per 100 sq. ft. 

Wire.—Sales continue light. Stocks 
are limited. Prices remain as last. 

We quote from local jobbers’ stocks: 
Barbed wire, painted, cattle, 80-rod spools, 
$3.62; galvanized, $4.28; painted hog wire, 
$3.88; galvanized hog wire, $4.96 per spool; 


smooth black No. 9, $4.35 per cwt.; gal- 
vanized smooth No. 9, $5.05 per cwt. 
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Cincinnati Paint Market 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Feb. 28, 1921. 


7 paint business, from a jobber’s 
standpoint, is picking up. Dealers 
report business continues very good. 
The recent readjustment in prices has 
had the effect of increasing their con- 
fidence in the market, and they are 
now placing sizable orders for early 
delivery. 

Paint manufacturers are working 
overtime getting sufficient stock up to 
take care of the demand which they 
confidently expect to develop in the 
latter part of March. From all 
accounts, stocks of paint on dealers’ 
shelves are very low, and when the 
season opens up there will be a 
scramble for goods. 

Paint manufacturers contend that 
prices will not go any lower for some 
time at least. The price situation is 
steadier now than for some time. 
While prices have been fluctuating for 
some time, particularly in oils, the 
opinion is pretty generally expressed 
that the bottom has been reached, and 
that from now on an upward tendency 
will be manifested. Whether this will 
be the case it is, of course, too early to 
forecast, but the fact remains that 
prices on turpentine and linseed oil are 
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from three to six cents higher than 
those prevailing last week. 

Brushes.—Sales have been good dur- 
ing the past fortnight. Many people 
are taking advantage of the fact that 
work is slack and are fixing up their 
properties, thus creating a demand for 
brushes which is not apparent in times 
of great industrial activity. No price 
changes are reported. 

Lead.—Prices are firm at the level 
quoted last report. Jobbers continue to 


quote: 

White and red lead, 100-300-lb. kegs, 13c 
per lb.; 12%-lb. kegs, 13%c. per lb. Lots 
of 500 lbs. or over take a discount of 10 


per cent from above prices. 

Linseed Oil.—The market for linseed 
oil has steadied within the past week, 
and is now quoted at least 3c. a gallon 
above last week’s price. This is, how- 
ever, from 2c. to 4c. below the market 
price of two weeks ago. Jobbers ex- 
pect that linseed oil will go even higher, 
reaching the peak sometime in April. 


is quoted 
In carload 


Linseed oil, in single barrels, 
at from 76c. to 78c. by jobbers. 
lots the price is 72c. per gal. 


Paints.—Jobbers report more activity 
on the part of dealers, and orders are 
beginning to come through for im- 
mediate delivery. This is taken to in- 
dicate that stocks are badly broken, and 
that with a few spring-like days the 
demand for mixed paints will start with 
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a rush. 


reported. 

Jobbers continue to quote the best grades 
of mixed paints at $3 to $3.50 per gal. 
On the popular grades, $2.70 to $2.95 is the 
prevailing quotation. 


Turpentine—After a display of ex- 
treme weakness, the turpentine market 
is again on the up-grade. Some job- 
bers, having overstocked, decided to 
liquidate, and the price went down to 
65c. a gallon. It has now recovered 
to about 80c., which represents an ex- 
treme decline of 30c. a gallon over the 
quotation of two weeks ago. 


No further price changes are 


Jobbers quote turpentine in single bar- 
rels, at 80c. per gal.; in 10 to 25-gal. lots, 
90c. per gal.; in 1 to 9-gal. lots, 95c. 


Varnishes.—According to local paint 
manufacturers and jobbers, there is no 
immediate prospect of lower prices in 
varnishes. These were cut to the bone 
last November, when raw materials 
were very low. The demand continues 
good. 


Jobbers quote: Architectural varnishes, 
$4.33 per gal.; graining materials, $3.30 
per gal.; auto and carriage colors, $1.10 per 
qt.; white enamels, $6 per gal. 

John W. Harrington, a director of 
the Harrington & Richardson Arms Co., 
Worcester, Mass:, has been elected its 
treasurer, to succeed George Brooks, 
who continues as secretary and clerk of 
the corporation. Edwin C. Barrington 
is president. 
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The Business 


maker from payment? 


day valid? 


proven. 


rule) under 18. 


against the owner is settled. 


on Sunday are void. 


labor. 


manufacture. 





Question No. 1—If a note is lost or stolen, does it release the 


Question No. 2—Does every note, when made, bear interest? 
Question No. 3—What is the legal of the term “‘infant’’? 
Question No. 4—What is the meaning of the term “lien”? 
Question No. 5—Is a note drawn, or a contract made on Sun- 


Question No. 6—What is meant by “prime cost”? 


Answer to Business Quiz No. 13 


Answer No. 1—A note lost or stolen does not release the maker 
from payment providing the amount or consideration can be 


Answer No. 2—A note does not automatically bear interest, as 
same is allowed only when so stated on the face of the note. 

Answer No. 3—The legal meaning or understanding of the 
term “infant” is a male under 21 years of age or a female (as a 


Answer No. 4—A “lien” is a legal right to detain goods until 
the charges on them are defrayed or until some pecuniary claim 


Answer No, 5—Notes, contracts and legal agreements made 


Answer No. 6—‘Prime cost” is the original or direct cost of 
an article including raw material, freight inward and productive 
It must be distinguished from the “cost of production,” 
which in addition to the above includes all other expenses of 


MMMM nm 


Quiz—No. 13 
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New York State Convention 
(Continued from page 102) 


Simultaneously with the regular 
meeting a meeting was held by the 
associate members in the club 
room at the Powers. The traveling 
salesmen were addressed by Sey- 
mour N. Sears of the Hardware 
Boosters of New York, who spoke 
on “Selling—Myself and My House 
with My Merchandise.” H. E. 
Trevvett, secretary of the C. T. M. 
A. Association, spoke on “Commer- 
cial Travelers’ Rights,” and follow- 
ing his address a resolution was 
passed supporting the International 
Federation of C. T. of A. in its fight 
for lower railroad rates and modi- 
fication of the income tax for the 
traveling man. 

The following officers were elect- 
ed by the Associate Members of 
the State association: Frank P. 
Foster, Rochester, president; G. S. 
Newton, Rochester, vice-president, 
and John B. Foley, Syracuse, sec- 
retary and treasurer. 

Thursday evening the annual 
banquet of the association was held 
at the Powers Hotel. The speak- 


ers were John B. Wells of Buffalo 
and Roland B. Woodward, secretary 
of the Rochester Chamber of Com- 





merce. The banquet was largely 
attended and was followed by a 
special entertainment for the deal- 
ers and their ladies. Special ar- 
rangements had been made for the 
entertainment and comfort of the 
ladies both at the exhibition hall 
and at the local theaters. 

Friday morning’s session was im- 
portant principally for the election 
of officers and as the closing ses- 
sion of the nineteenth convention. 
The following officers were elected 
for the ensuing year: Jay 
Brackett, Ilion, president; Henry C. 
Kelly, Canandaigua, first vice presi- 
dent; R. J. Atkinson, Brooklyn, sec- 
ond vice-president; Frank E. Pel- 
ton, Herkimer, treasurer; John B. 
Foley, Syracuse, secretary. 


Minnesota Convention 
(Continued from page 116) 
the questions considered were: 

What will be the immediate effect 
of the new Montgomery, Ward & Co. 
branch in St. Paul, on the retail trade 
in the Northwest? 

To what extent would canvassing 
among farmers be profitable? Would 
this form of sales promotion help in 
combating the catalog house evil? 

Why does a person trade at your 
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store? What one feature of your 
business will do the most good in 
holding old customers and bringing 
in new ones? What wages do you 
pay a tinsmith and what do you 
charge for his time? 

All of these questions brought out 
a great amount of extremely inter- 
esting comment from the dealers, 
who talked freely of their methods, 
problems and solutions. The general 
opinion seemed to be that the ques- 
tion box sessions were one of the best 
features of the program, and that 
more time should be devoted to them. 


The. Shapleigh Sign 


The Shapleigh Hardware Co., St. 
Louis, Mo., has distributed among its 
customers metal motto signs that have 
caused much favorable comment from 
recipients. The sign, or golden plaque, 
as it is called, measures 9% by 6% 
inches. The lettering is in raised Old 
English printed on a gold background. 
A neat border design set off with 
beveled edges makes the plaque very 
suitable for the wall or desk. 

The legend reads, “For when the one 
great Scorer comes to write against 
your name, He writes—not that you 
won or lost—but how you played the 
game.” Readers of HARDWARE AGE will 
recall this company’s recent back cover 
advertisement on which the wording 
appeared. 





Carpenter-Morton Co’s. Officers 


At a meeting of the board of direc- 
tors of the Carpenter-Morton Co., held 
to-day, George C. Morton was unani- 
mously chosen president of the corpo- 
ration and Willian E, Gilmour, treas- 
urer. 

For twenty-two years Mr. Morton 
has served the Carpenter-Morton Co. 
as treasurer and his promotion to presi- 
dent comes as a well merited reward 
for thirty-six years of service. 

Mr. Gilmour has served the company 
for thirty-eight years, having entered 
the employ of the company in 1883 
when the business was located at 151 
Milk Street. He served the company 
in the position of cashier. 


Johnson Sales Co. Branches 


The Johnson Sales Co., Pittsburgh, 
Pa., has established new branch offices 
at New York, Dallas and Washington, 
D. C. D. G. Baldwin will be manager 
in charge of the New York branch, 
embracing the surrounding territory, 
including Philadelphia, and some points 
in eastern Pennsylvania and Virginia. 

The office at Dallas will be head- 
quarters for the State of Texas and 
nearby southwestern cities, in charge 
of L. L. Watkins. 

T. B. McKaig will be manager of the 
branch at Washington, D. C., covering 
as territory Washington, Baltimore and 
a part of Virginia. Mr. McKaig was 
in a government department of sup 
plies during the war. 
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The Message in March 


CKINNEY Anti-Friction 

Butts are again being called 
to the attention of several million 
magazine readers this month. These 
advertisements point to the advan- 
tages of McKinney Hinges for use 
in homes where the appointments 
are selected with care to promote 
harmony. 


McKinney Anti-Friction Butts 
are designed particularly for heavy 
work. Every day on millions of 
doors they are proving their worth 
by work effectively done in silence. 
Other McKinney Hinges and Butts 
have been designed with equal 
thought for the task tobe performed. 
From the smallest to the largest they 
combine true craftsmanship with 
practical everyday usefulness. 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago. 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 


Dealers should be ready to follow 
up this McKinney advertising with 
sales. The McKinney Manufactur- 
ing Company is ready to help you. 
Send for window and covnter dis- 
plays, proofs of the national adver- 


‘tising and the complete campaign 


of general hardware advertisements 
for your local newspapers. 


Establish your store as McKinney 
Headquarters. In all the magazine 
advertising, illustrated booklets on 
both hinges and McKinney Ga- 
rage Door Sets are being offered. 
McKinney Products are becoming 
better known every month. Let your 
customers know you handle the 
McKinney line. A display in your 
window will tell the story and 
bring hinge buyers into your store. 


Export Representation 
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Being Products 


Double Purpose Bicycle Lamp 


Delta Electric Co., of Marion, Ind., 
announce as the latest addition to their 
line the new Model No. 80 electric 
bike lamp—designed to mount on 
front axle, left side. The headlight 
bracket simply slips under the axle 
nut, instantly fits any bicycle, and is 
adjustable for any position of light. 
The bracket hole is standard 5/16-in. 
and oblong to set up or down for light- 
ing effect, as desired by the rider, and 
it has a bent-over lug at the top to lock 

















Delta Model 80 Bike Lamp 


against fork and lock the lamp per- 
fectly in position. 

It is said to be a handsome and very 
effective lighting outfit as illustrated, 
and is combination head and tail with 
powerful parabolic reflector at front 
and the reflector perforated at the 
base whereby light also shines back 
through the new type bee-hive or dome 
semaphored red glass. Front lens is 
2% in. diameter and convexed, and 
rear red glass has wide diameter of 2% 
in. and 1%-in. depth. Outside diam- 
eter of the headlight is 2% in. and the 
all over length about 3 in. The head- 
light bracket is neatly spot welded on, 
is heavy gauge, steel, ribbed, and 1%-in. 
long, which makes a beautiful and dig- 
nified installation, and at the same 
time gives ample room to tighten axle 
nut on lamp side of the bracket. The 
headlight body is heavy gauged steel 
and beautifully beaded and trimmed. 


Bulb is Delta Mazda No. 444, size 
G5%, 1.5-volt, .8 ampere. The bulb 
screws into a deep heavy bushing, and 
held rigidly under tension to preclude 
any chance of vibration, throwing it 
out of focus or position. 

The switch is on the battery case 
cover, is of the metal slide type, is 
fool proof, weather proof, and locks 
on and off. The wire is said to be the 
test wire for the purpose. The outfit 
is finished in black enamel, with 
nickeled wing nuts. 


Lock With Pin Tumbler 
Cylinder 


A lock constructed to prevent such 
burglaries as commonly occur by using 
a jimmy or other instrument to back 
up the bolt which is usually mostly de- 
pendent on a spring is offered by the 
Independent Lock & Key Mfg. Co., Leo- 
minster, Mass. 

It is said that when this lock is 
locked the two circular bolts cannot 
be backed up or forced open with a 
jimmy. It is also provided with a sim- 
ple and convenient construction by 
which it can be changed to lock from 
the inside, so that it cannot be unlocked 

















Independent Lock 





Placed on the Market by Hardware Manufacturers 


on the outside with the proper key that 
fits the lock. The people on the inside 
would thus have complete control of 
the lock at all times, giving safety at 
night. 

The lock is operated by a pin tum- 
bler cylinder with unlimited changes 
so that every lock has a different key. 
The finish is cast gold bronze. 


Makes a Neat and Durable 
Hose Connection 


Universal hose bands are the product 














Method of Apvlying Universal Hose Bands 


of Schlangen Bros. Co., 2435 Irving 
Park Boulevard, Chicago, and are suit- 
able for coupling steam, air, water and 
suction hose without the annoying pro- 
jections or rusty strip of metal with a 
twisted bolt and nut. 

These bands are easy to apply and 
make neat and durable connections that 
will not, it is said, loose the effective 
grips taken on the coupling. The band 
is formed around the hose passing the 
weld end through the loop engaging 
the band in the notches of the applying 
tool, as shown in the illustration. The 
milled wheel is turned to the right until 
the band clamps the hose tight. The 
hose must then be held firmly with one 
hand and the tool pushed forward with 
the other hand. When the band is 
pulled firmly around into place the tool 
releases and the surplus of wire may 
be clipped, leaving enough for clinching. 


Reading matter continued on page 138 
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A hanger for every door that slides. 











G 


IGW 


Stidztité 
Sets to afford clear 
openings up to 
thirty feet wide— 
combinations three 
to ten doors for one 
DooR-Way. Three 
sizes hardware. 


RoNNER 


A three door outfit 
adapted to. three, 
four, five and six 
door openings. 
Slides on round, 
curved track inside 
garage. 


| A Better Hanger for 
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ny Garage Door | 





Slane ‘ 


An exceptionally 
light running, right 
angle door hard- 
ware adapted to 


any size opening. 


<a 


Operates on curved 
track around cerner 
and inside garage 

requires 10-inch 
space between 
openings and_ side 


wall. 


Slidetite doors—slide and fold back. 





There is something back of the uni- 
versal popularity of Richards-Wil- 
cox garage door hardware among 
automobile owners with their own 
garages besides the superior con- 
venience, strength and beauty and 
the results achieved by its use. 


This something is the reputation of 
the Richards-Wilcox Mfg. Com- 


ichards-Wilco 





pany for consistently building the 
best in door hangers for any door 
that slides. 


In the hardware trade, to be known 
as carrying the Richards-Wilcox 
line, is to be known as not only 
carrying the most complete but the 
line of highest quality. 


Send for general catalog U A 
16 or for special catalog on 
garage door hardware U A 22. 


0. 
“A Hanger for any Door that Slides.” ¢ 
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Night Reading Clock for Autos 


Every automobilist needs a clock that 
may be read at night. Cars of recent 
years in the higher priced models are 
furnished with clocks. The car of two 
or three years ago had no clock at all 
but is still giving good service to the 
owner. Some cars that are very popu- 
lar at the present time are not factory 
equipped with clocks, so that there is 
a real market for a timepiece such as 
the Glownite auto watch, a product of 
the Arkay Sales Co., 5 Columbus Circle, 
New York. 

The Glownite may be attached to the 
instrument board of any machine in a 
few minutes. It is said to be vibration 
proof, sturdy and good looking. It has 
a thirty-hour movement and a radium 
dial that permits night reading with 
ease. It is finished in both bright 
nickel and dull black finish. It is made 
up in two distinct types. A two-piece 
lock model double flanged for safety 
is made as is also a hinged model case 
which affords greater convenience. 

The watch furnished is a stem wind 
and stem set like a pocket watch. 

















Glownite Auto Watch 


Post or Wall Drill 


This post or wall drill has been de- 
signed by Black & Decker Co., Balti- 
more, Md., especially for adapting 
portable electric drills for use as a 
drill press for heavy drilling or preci- 
sion work. The drill can be detached 
for portable work in a few seconds. 

The construction is rigid and all 
parts are of generous size. The verti- 























Black & Decker Wall Drill 


cal column is a solid steel shaft 1 7/16 
in. in diameter and is clamped to the 
wall or post by means of heavy 
brackets at top and bottom. 

Takes %-in., %-in., 9/16-in., %-in. 
and %-in. portable electric drills, 
which can be quickly and easily at- 
tached and detached. Bracket carry- 
ing drill can be raised, lowered or 
swung around on vertical column and is 
secured in any desired position by 
means of split collar and clamping 
screw. Strong spiral spring returns 
drill to high position when feed lever 
is released. 

Table can also be raised, lowered or 
swung around on _ vertical column. 
Both vertical and horizontal adjust- 
ments are secured by means of clamp- 
ing screw. 


Length of vertical column.. 46 in. 
Vertical adjustment of drill.. 25% in. 
Drilling radius (distance 


from center of drill bit to 
to circumference of verti- 


Cal COMMA) ....00's% pela ale ale 7 in. 
Horizontal adjustment of 
Rr es reer ee re 180° 


Feed (vertical travel of drill 


when operated by feed 

BOVEEN. suencesarstonereie’ 4% in 
UGG 5s bss wedi eeeee 80 lbs 
Shipging weight «....6...s06. 130 lbs. 
Shipping dimensions.... 19 x 14x 49 in. 


Extra long feed lever gives feed 
ratio of 6 to 1. One hundred pounds 
pressure applied to handle feeds drill 


under 600 pounds pressure. This means 
fast work with little effort. 

In the table are six tapped holes to 
accommodate half-inch studs, used to 
clamp work in place. One stud with 
nut and clamp is supplied with stand. 

As both the drill bracket and the 
drilling table have horizontal and ver- 
tical adjustments the Black & Decker 
post or wall drill is a flexible outfit. A 
convenient drilling equipment for ga- 
rages, wheelwright shops and general 
machine shops. 





Self Oiling Auto Spring 

The Stanley self-oiling automobile 
spring, originated by the spring de- 
partment of Fulton-Houston, Michigan 
Blvd., Chicago, is now the property of 
the Garden City Spring Works, Chi- 
cago. 

The feature of the spring is the ease 
with which it is oiled. Cushions of 
felt pad carry the lubricant and the 
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Stanley Self-Oiling Spring 


spring gets a flow of oil no matter what 
position it is in. The absence of bolts 
to weaken the spring is a strong fea- 
ture, a center lock being made with- 
out drilling through the leaf. Air and 
dirt tight locking stops corrosion. 
Tests by automotive engineers indicate 
the breaking resistance of the Stanley 
self-oiling spring is two and one-half 
times that of the average shown by 
competitive tests with numerous othe 
springs. 


Reading matter continued on page 140 
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WHAT IS A 
SPRING GLAND? 


Porcelain breakage in spark plugs 
occurs 99 times out of 100 because 
of unequalized pressure of metal 
against porcelain. 








The spring gland employed in HERCULES Giant 
spark plugs equalizes the strains and stresses exerted 
in compressing metal parts against the insulator to 
seal the plug and render it compression tight. 


There are no absolutely rigid contact points: between 
metal and porcelain—the flexible gland and heavy cop- 
per asbestos gasket cushion, relieve strains on 
the shoulder, while the loose-assembled center stem 
made flexible by asbestos packing and verona washers 
relieve tension within the core. 


HERCULES plugs are oversize, durable and depend- 
able. They are practically unbreakable—impervious 
to oil and free from fouling or carbonizing. 


For heavy duty service specify HERCULES. 





ECLIPSE MANUFACTURING COMPANY 
Indianapolis, U. S. A. 
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Notes of the Retail Hardware Trade 


West PaLm BEACH, FLA.—The East 
Coast Hardware Co., doing both a 
wholesale and retail business, has taken 
additional space, which will be used to 
enlarge its paint department. Catalogs 
requested. 

IRVING, ILL.—W. Orin Cress has pur- 
chased an interest in the firm of Fowler 
& Byron, and the name has_ been 
changed to the Fowler & Cress Hard- 
ware Co. 

RANKIN, Itu.—The M. V. Brickey 
Estate has moved to new quarters on 
Main Street. Warren shelfing has been 
installed, and a line of automobile tires 
and accessories added. 

ASHLEY, IND.—Walter W. Mountz is 
successor to F. P. Hoover. 


Kokomo, InNp.—The Kokomo Imple- 
ment Co. has been incorporated to do 
both a wholesale and retail business in 
barn equipment, belting and packing, 
builders’ hardware, cream separators, 
farm implements, furnaces, gasoline en- 
gines, harness, lubricating oils, pumps 
and washing machines. 


FARMLAND, IND.—Williams & Hiatt 
have disposed of their stock and busi- 
ness to Wayne O. Adams. Catalogs re- 
quested on a general line of hardware. 

CONRAD, Iowa.—D. M. Larson, the 
new owner of the Lynch & Ash stock, 
requests catalogs on the following 
lines: Automobile accessories, builders’ 


hardware, electrical supplies and equip- 
ment, garage hardware, guns and am- 
munition, mechanics’ tools, paints, oils, 


varnishes and glass, shelf hardware, 
stoves, ranges and washing machines. 

LAUREL, IowA.—Carl A. Sietmann has 
moved to a new location. 


MULBERRY, KAN.—A. B. Carpenter 
has sold his stock of hardware to the 
Vall P. Mendicki Hardware Co. 


St. FRaNciIs, KAN.—J. I. Plumb has 
commenced business here. 

MT. PLEASANT, MiIcH.—The stock of 
Breidenstein & Kane has been damaged 
by fire. 

Owosso, MicH.—The Foster Co., 
which suffered a fire loss some time 
ago, has started to rebuild. 

SAGINAW, MicH—The Walz Hard- 
ware Co. has been incorporated with a 
capital stock of $100,000 to deal in barn 
equipment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, 
dynamite, electrical household special- 
ties, flashlights, fishing tackle, garage 
hardware, gasoline, guns and ammuni- 
tion, heating stoves, home barbers’ sup- 
plies, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, _ stoves, 
ranges, toys, games and washing ma- 
chines. The incorporators are: George 
C. Walz, Florentine A. Walz and Joseph 
J. Schramoski. Catalogs requested on 
a line of crockery and glass. 

BATESVILLE, Miss.—C. H. Flint is in- 
creasing his stock by the addition of a 
line of electrical washing machines and 
other household equipment. : 

RAYMONDVILLE, Mo.—Richard May- 
field and Ernest Boyt have succeeded to 
the business of T. S. Craig. The new 


owners request catalogs on automobile 
accessories, automobile tires, barn 
equipment, bicycles, builders’ hardware, 
building paper, churns, cream _ sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, farm imple- 
ments, flashlights, fishing tackle, gar- 
age hardware, guns and ammunition, 
harness, heating stoves, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, 
paints, oils, varnishes and glass, pho- 
nographs, poultry supplies, prepared 
roofing, pumps, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
tin shop, washing machines and wheel 
toys. 

TuRNEY, Mo.—J. T. Althouse is dis- 
posing of his stock. 

BELMAR, N. J.—The Shore Hardware 
Co. has leased additional quarters which 
—— its floor space about 500 
sq. ft. 

WacraM, N. C.—The stock of the 
Scotland Hardware Company has been 
damaged by fire. 

TALMAGE, NeEB.—The Markel-Water- 
man Co., wholesaler and retailer, has 
purchased the Misegadias implement 
stock. Catalogs requested on automo- 
bile accessories, belting and packing, 
electrical supplies and equipment, farm 
implements, gasoline engines and lubri- 
cating oils. . 

PALMYRA, N. Y.—G. D. Tuttle, con- 
nected with Tuttle & Co., has retired. 


CoTEAU, N. D.—L. T. Jacobson has 
commenced business here. 

Lincewoop, N. D.—Donehower & 

Livingood request catalogs on the fol- 
lowing items: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, bi- 
cycles, builders’ hardware, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, furnaces, garage hardware, gaso- 
line, gasoline engines, heating stoves, 
heavy hardware, home barbers’ sup- 
— incubators, insecticides, kitchen 
ousefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, pumps, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

ANSONIA, OHIO.—The Wright Hard- 
ware Co. has bought the stock of J. T. 
Clark. 

CINCINNATI, OHIO.—The Kuhlmann 
Hardware Co., 1320-1322 Main Street, 
has suffered a fire loss. A wholesale 
and retail business is conducted. 

CUYAHOGA FALLS, OHI0.—The Hard- 
ware & Builders’ Supply Company has 
changed its name to.the Mason Hard- 
ware Co. 

’ GALION, OHI0O.—The Thomas Hard- 
ware Co. is the new owner of the P. C. 
Thomas stock. 

LA Rue, OHIO.—The E. H. Lingo Co. 
has succeeded C. W. Rodgers. 

PORTSMOUTH, QuHI0O.—The Hibbs 
Hardware Co., 813-815 Sixth Street, 
has increased its capital stock from 
$75,000 to $100,000. The firm’s busi- 
ness is both wholesale and retail. 

SYLVANIA, OHI10.—The Chandler 
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Hardware Co. has been incorporated © 
with a capital of $50,000 by A. R © 
Chandler, L. C. Hubbard, B. W. Hittler, — 
R. A. Chandler and J. S. Chandler. A © 
complete stock of hardware, etc., wil] — 
be carried in stock. 4 
CLEVELAND, OKLA.—Rummel & Me © 
Millen, purchasers of the McWhirter © 
Hardware Co. stock, request catalogs 
on a line of automobile accessorieg, 7 
builders’ hardware, stoves and rangeg © 
and kitchen housefurnishings. E 
PAWHUSKA, OKLA—The Casmor — 
Hardware Co. has been incorporated, © 
R. J. Morrow, D. T. Caspary and F, @ © 
Hetsel are the incorporators. The cap. | 
ital stock is $100,000. FE 
PICHER, OKLA.—The Tinsley Hard. © 
ware Co., Inc., has commenced business ~ 
here, and requests catalogs on a line ~ 
of heavy hardware. 3 
WASHINGTON, Pa.—The Holmes & © 
Thompson Hardware Co., 56 West 
Chestnut Street, has been dissolved, 
Business will be continued by J. D, 
Thompson under the name of the © 
Thompson Hardware. 


CHILDRESS, TEX.—The Norris Imple 
ment Co. has increased its capital stock 
to $50,000. 

DALHART, TEX.—The Dalhart Hard- 
ware Co. has been incorporated to con- 
duct both a wholesale and retail busi- 
ness in automobile accessories, automo 
bile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, churns, cream sep 
arators, crockery and glassware, cut 
lery, dairy supplies, dynamite, electri- 
cal household specialties, electrical sup- 
plies and equipment, farm implements, 
flashlights, fishing tackle, garage hard- 
ware, gasoline engines, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
pumps, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. The capital stock is $75, 
000 and H. B. Thompson, J. N. Ri 
and J. T. Thompson are the incorpo 
rators. 

SoutH BEND, TEx.—The Young Coun- 
ty Hardware & Furniture Co. has 
opened a branch store here. 

OscEOoLA, Wis.—The Hanson _hard- 
ware store has been sold to O. T. 
Traiser, who requests catalogs on & 
general line of hardware. 

BLacK CREEK, Wis. — Ferdinand 
Brandt has sold his interest in 
Brandt & Froehlich hardware store t0 
R. M. Gehrke. The Froehlich-Gehrke 
Hardware Co. is the new firm name. 

FENNIMORE, Wis.—F. E. McKichan 
& Co. are building an addition to their 
hardware store. 

Lowry, S. D.—Meyer & Merkel have 
purchased an implement business here. 


YANKTON, S. D.—C. J. Martin has 
moved to a new location. 


Burnet, Tex.—The Churchill Hard- 
ware Store has suffered a fire loss. 

GRAHAM, TEX.—The Young County 
Hardware & Furniture Co. has been 
incorporated with a capital of $50,000 
to do both a wholesale and retail busi- 
ness. 








